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“BOSTON OF TOMORROW" 


ARTIST’S conception of the Prudential Center, Boston, Massachusetts, world’s 


largest business. civic and residential unit. which will be erected on a 31.3 acre site in 
the downtown area. As the tallest building in New England. Prudential Tower. center. 
will rise 50 stories above street level. Apartment houses, right, will provide 1.750 dwell- 
ing units. Cireular structure on left represents civic auditorium to be erected by the 
City of Boston. Round structure in center. foreground, is restaurant which will seat 
more than 800 diners. These buildings and stores throughout the center will be 


linked by covered walkways. 
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California or Bust... 


for the 44th International Consumer Credit 
Conference. Co-sponsored by the National 
Retail Credit Association, Credit Women’s 
Breakfast Clubs of North America, and As- 
sociated Credit Bureaus of America, Inc.., it 
will be held at the Hotels Statler and Bilt- 
more, Los Angeles, California, July 13-16, 
1958. 

Have you made your reservations so 
you'll be able to hear the latest develop- 
ments in consumer credit? Your registration 
should be sent to the International Con- 


sumer Credit Conference, 375 Jackson Ave., 
St. Louis 5, Missouri. 

In addition to learning new ideas and 
systems you can apply in your business, 
Los Angeles provides an ideal vacation 
spot for your family. You will want to in- 
clude Knott's Berry Farm and Disneyland 
in your visit. You'll want your entire family 
to attend the banquet on Wednesday, July 
16. Nationally known entertainment will be 
featured for your enjoyment. Act today! 
You won't want to miss it. 


Associate Crepit Bureavs of America Ine. 


7000 Chippewa Street 


St. Louis 19, Missouri 
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Sterling S. Speake 


Educational Program 


Sterling S. Speake 


ERE IS a professional and streamlined credit 

educational course sponsored by the National 
Retail Credit Association, which has been highly 
successful in hundreds of communities throughout 
the United States and Canada. Sterling S. Speake, 
Retail Credit Specialist, brings to the community 
the benefit of his outstanding teaching experience 
and complete knowledge of modern credit and 
collection procedures. He is an inspiring and en 
thusiastic lecturer. 

Here are a few of the many comments received 
at the National Office about the Speake schools: 

Baltimore, Maryland. “The classes were very 
well handled and we have received many favor 
able comments.”—Charles F. Roycroft, Executive 
Vice President, Credit Bureau of Baltimore. 

Evansville, Indiana. “We have had nothing but 
high praise from all who attended.”—G. T. Davis, 
Secretary-Manager, Merchants Credit Bureau. 

Boston, Massachusetts. “Our enrollment totaled 
161 students, representing practically all types of 
consumer credit: stores, hospitals, medical office 
representatives, fuel and lumber dealers, banks, 
personal finance companies, etc. The entire class 
was most complimentary and all reports were 
William J. Kirby, President, Retail 
Credit Association of Boston. 

Albuquerque, New Mexico. “Mr. Speake has 
conducted two Retail Credit Schools in Albu 
querque and did an outstanding job both times. 
I am most appreciative of sponsoring these schools 
and I like the fine manner in which they were 
conducted.”—Chapin S. Carnes, President, Credit 
Bureau of Albuquerque. 

Oklahoma City, Oklahoma.“Sterling S. Speake’s 
performance was at its best in conducting a Retail 
Credit School in our city. I am sure that the 155 
enrollees will henceforth do a better job for their 
employers and we know that there are 155 new 
credit bureau boosters in this city.”"—J. J. Box- 


favorable.” 


berger, Manager, Oklahoma City Retailers Asso 
ciation. 

Length of Course: Three nights (15 minute in 
termission each night). 

Length of Sessions: Three hours—7:00 to 10:00 
p.m 

Course Content: A streamlined study of retail 
credit conditions; securing credit information; in 
vestigating; evaluating; interviewing: credit sales 
promotion; collecting the account; and others 

Textbook: Each student will receive a copy of 
the text and reference book, Retail Credit Funda 
mentals, by Dr. Clyde Wm. Phelps published by 
the National Retail Credit Association. 

Examination: Optional. 

Certificates: Awarded by the National Retail 
Credit Association to those passing the examina 
tion. 

Fee: $10.00 per person which includes the text 


bc 0k. 
About the Instructor 


Sterling S. Speake received the degree of Bach 
elor of Business Administration from the Univer 
sity of Texas, School of Business Administration 
in 1937. From 1937 to 1942 he was associated with 
the Retail Merchants Association, Austin, Texas. 
For five years during World War II, he was Air 
Force Administrative Officer. From 1947 to 1953 
he was on the staff of the University of Texas, 
Division of Extension, as a Retail Credit specialist. 
Since February 1953, he has conducted several 
hundred schools for the National Retail Credit 
Association throughout the United States and 
Canada with an enrollment of over 15,000. 

Why not make arrangements to have a credit 
school in your city? For full details and open dates 
write to the National Retail Credit Association, 
375 Jackson Avenue, St. Louis 5, Missouri. 

















2 


CREDIT WORLD May 1958 








CREDIT WORLD 


REGISTERED IN THE UNITED STATES PATENT OFFICE 





OFFICIAL PUBLICATION OF THE NATIONAL RETAIL CREDIT ASSOCIATION 





EpITroR Arthur H. Hert 
ASSOCIATE EDITOR Leonard Berry 


Editorial and Executive Offices: 375 Jackson Ave., St. Louis 5, Missouri. 
Advertising Representative: Ralph Duysters, 70 E. 45th St., New York 17. 
Washington Counsel: John F. Clagett, 301 East Capitol St., Washington 3, D. C. 


Volume 46 May, 1958 Number 8 


fee FHL FES CR 


Boston Number 








Seven Feature Articles 


Reflections of a Mayor on Consumer Credit . . . ... 
Hon. John B. Hynes 
Boston—“City of Yesterday and Tomorrow” ee, 
Chamber of Commerce 
Retail Credit Association of Greater Boston . .. , 
William J. Kirby 
Boston’s Unique Instalment Loan File eciar <a 36 
Charles E. Farnum 
Hospital Credit and Its Place in Consumer Credit .. 
Milton B. Nelson 
Credit Women of Greater Boston Cy Par ae 
Marion T. Blanchard 
Extension of Credit in a Women’s Specialty Store 
Josephine Kenneally 
Seven Other Highlights 
Sterling S. Speake Educational Program 
Los Angeles Program Highlights 
Credit Bureau of Greater Boston 
Meet Your Conference Speakers 
Credit Flashes . 


Credit Careers (Clarence E. Wolfinger) 


The Story of Southern California (Continued) 


Six Regular Departments 

The Credit Clinic . 

Credit Sales Promotions 

Credit Department Letters . 

Local Association Activities 
Items of Interest From the Nation’s Capital 
Editorial Comment by L. S. Crowder 





CIRCULATION OF THIS ISSUE 49,500 


Entered as second-class matter at the Post Office at Fulton, Missouri, under the 
Act of March 3, 1879. Published monthly at 1201-05 Bluff Street, Fulton, Mis- 
souri. Subscription $3.00 a year, to members of the National Retail Credit Asso- 
ciation only. Articles published in The Creprr Wortp refiect the opinions of 
the authors and not necessarily the viewpoint of the National Retail Credit 
Association. Reproduction privileges of original material are hereby granted, 
provided usual credit is given. Please advise us immediately of any change 
in your address to avoid interruption in receiving The Creprr Wort. 


Printed in U.S.A., by The Ovid Bell Press, Inc 





Be you have 


ever watched your 
child at play—secure, 
happy, unafraid —you 
have seen the strong- 
est argument in the 
world for investing 
part of every pay in 
United States Savings 
Bonds. For bonds, 
which can protect her 
present and insure 
her future, are savings 
you cannot lose. 
They’re Government- 
insured up to any 
amount. They pay 34% 
interest when held to 
maturity. And they 
make saving for secu- 
rity easier —because 
you can buy them auto- 
matically through the 
Payroll Savings Plan 
where you work. Or 
regularly where you 
bank. Why not start 
your bond program to- 
day? Make life more 
secure for someone 
you love. 


The U. S. Government does not pay for this advertisement, 
It is donated by this publication in cooperation with the 
Advertising Council and the Magazine Publishers Association, 














CREDIT WORLD May 1958 3 





POLLO ODO OOOO OV OOOOOOOOOOOOOOOOOOOOOOOOOPPOOOPOOPPPPOPom LVN N NNN NNN 
LN NN OOOO OOO OWGOWOWOWOWOWGIIBOWIWPDWIDWIBWIN WIN WBN WIN NIDIDNN 
i i i i i i i i i i i i i i i i i i i i i 


JOHN B. HYNES 
Mayor, City of Boston 


S MAYOR of the capital city 

of Massachusetts, I should like 
to extend the greetings of Boston 
to the thousands of consumer credit 
executives represented by your As- 
sociation, in this country and in the 
land of our good neighbors to the 
north. 

Because of the complexity of our 
modern system of distribution, your 
responsibility to the country as a 
whole and to your own principals is 
enormous. It is also your duty, as 
conscientious and experienced cred- 
it men and women to direct the 
flow of credit with wisdom and 
integrity. It seems to me, as a lay- 
man in such matters, that on the 
whole, credit should be extended 
not alone for the immediate good it 
will bring, but also from a long 
range public interest point of view. 

Competition is, and has always 
been, the cornerstone of our Ameri- 
can economic system. Better things 
for better living at lower cost have 
been possible only because our 
manufacturers, wholesalers, and re- 
tailers compete with each other to 
sell their products and merchandise. 
It is their constant striving to pro 
duce a superior item at less cost 


etlections 


a Mayor 
On Consumer Credit 


that is the dynamic force which has 
given us such a high standard of 
living. 

This is good, very good, because 
we receive an immediate and tangi- 
ble benefit. But I do not believe, 
again as a layman, that 
competition in credit terms is salu 
tary. I do not believe that unbridled 
lengthening of credit terms is a boon 
to the individual consumer and I am 


similar 


sure it is not in the long term public 
good. Furthermore, from your stand- 
point, such advantage as may be 
gained by unwise credit terms, can 
only be temporary. I am sure, your 
competitors would catch up with you 
within a very short time. 

Of course, the extension of credit 
to consumers is a necessary and 
important factor in our modern sys 
tem of mass distribution. Without 
it we could not maintain our pres 
ent way of life but would revert 
back to the horse and buggy days 
of the ten-hour work day six days 
a week, slow, weary means of trans- 
portation, the scrubbing board and 
wash tub not to mention the im 
possibility for millions to hear good 


music, through radio, and watch 


the performance of our best actors 
and actresses on television 

However, I wonder, if sometimes 
credit is extended just to sell mer 
chandise without due consideration 
to the circumstances and means of 
the prospective buyer. I do not 
think any one gains if a consume! 
is knowingly overloaded or if he is 
encouraged to buy more expensive 
merchandise than he originally in 
tended, or such merchandise as is 
obviously inconsistent with his cir 
cumstances and financial resources. 

Please forgive me if I seem to 
have lectured you 
intention—you are far more quali 
fied than I, in these matters, but I 
want to give my thoughts as a con 
sumer not as a mayor. 

I know National Conferences are 
not arranged overnight but I would 
like to invite you to make Boston 
your host city within the next few 
years. Our civic auditorium at 
Prudential Center will be completed 
in 1961 and will prove to be an 
ideal setting for your meeting. 

Thanks for letting me chat with 
you and may I again extend the 
best wishes of our city as well as 
my personal regards to you all 


that was not my 
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Boston—"City of Yesterday and Tomorrow’ 


Greater Boston Chamber of Commerce 





OSTON, rich in history, tradi 

tion and culture as well as a 
commercial, industrial and research 
center, is the “City of Yesterday 
and Tomorrow.” 

The heart of New England and 
its largest city, Boston has a popu 
lation of slightly in excess of 800,- 
000 and is also the core city of the 
Greater Boston metropolitan area 
which contains 82 other cities and 
towns and has a total 
of nearly three million. 

The home of the nation’s first 
public school, first American news 
paper, first telephone call, first sub 
way and first post office, the “Athens 
of America” is a bustling, thriving 
city. 

First settled in 1630 by a char 
tered company of English Puritans, 
Boston was originally called Tri 
mountaine. A few months later this 
name was changed to Boston be 
cause so many of the original set 
tlers came from the Town of Bos 
ton in Lincolnshire, England 


population 


Leadership in Trade 


From her early leadership in trade 
and commerce as one of the great 
ports of the world, Boston has de 
veloped into an industrial center 
and served as the “Cradle of Indus- 
try” for the entire nation. Over the 
years the emphasis in the industrial 
life of the community has shifted 
from textiles to the manufacture of 
electronic components, machinery 
and small parts. The Hub has also 
become one of the country’s leading 
financial and banking centers. 

In recent years Boston has won 
world renown as the educational, 
medical and reseach center of the 
Americas. The city, birthplace of 
free public education in the United 
States, is the home of many re- 
nowned colleges and universities 
which attract students from all cor 
ners of the world. These fine edu 
cational institutions include Har- 
vard, Tufts, Massachusetts Institute 
of Technology, 
Boston 
versity, 


Boston University, 
College, Northeastern Uni- 
Radcliffe, Wellesley and 
Brandies, to name but a few. 
The Hub’s world famed hospitals 
include: Children’s Medical Center, 
Massachusetts Memorial, Massachu 
setts General, Boston City, Pete 
Bent Brigham, Robert Breck Brig 
ham, New England Medical Center, 


Please Mention THE CREDIT WORLD When 


Lahey Clinic and Pratt 
Clinic. In addition, the medical 
schools of Harvard, Tufts and Bos 
ton Universities are all located in 
Boston. 


Diagnostic 


Memorial Drive in Cambridge, 
bordering the Charles River which 
separates Cambridge and Boston, is 
noted throughout the nation as “Re 
search Row.” This pleasant highway 
houses a number of internationally 
renowned research firms, is the 
headquarters for much of the cur 
rent research in the field of elec 
tronics, and is the home of Massa 
chusetts Institute of Technology 

Among the many attractions fo1 
which Boston is justly proud are 
its outstanding and well-preserved 
historical sites and memorials to the 
stirring events and colorful person 
alities of the Colonial Period 

Actually in the city itself are such 
noted historical Boston 
Common, a 45 acre tree-shaded plot 
of land in the heart of the downtown 
area. Here British troops mustered 
for the Battle of Bunker Hill and 


Bostonians trained for 


spots as: 


militia duty 
and pastured their cows 

King’s Chapel was established in 
1686 as the first Episcopal church 
in New England. The original wood 
en structure was completed in 1689 
and expanded in 1710 when over a 
period of five years a new church, 
built of the first granite quarried in 
this country, was constructed around 
the old wooden edifice. 

Granary 


ancient 


Burying Ground is an 
cemetery and is the last 
resting place of three signers of the 
Declaration of Independence, John 
Hancock, Samuel Adams and Robert 
Treat Paine. Here also are buried 
Paul Revere, the victims of the 
Boston Massacre, James Otis, Peter 
Faneuil, Mary Goose who was better 
known as Boston’s “Mother Goose,” 
the parents of Benjamin Franklin 
and many other notables 





ANALYZE HANDWRITING 


STOP CREDIT LOSSES 


Credit executives use grapho anal- 

ysis to cut down credit losses 

Charles Martin, District Credit 

Manager for International Harvest- 

er, has used grapho analysis for years. Mr. Mathe- 

son, lumber company executive, selects his help by 

analyzing handwriting. Free lesson, full details sent 

without obligation. State your age on personal or 

company letterhead. All replies personal 

IGAS, Inc., Dept. 1008, 2307 National Station 

Springfield, Missouri 





Writing to 


Faneuil Hall is “The Cradle of 
Liberty.” This building, a gift from 
Peter Faneuil to the city was com 
pleted in 1742, burned in 1761, re 
built two years later and enlarged 
in 1805 by Charles Bulfinch. The 
hall was the scene of many patriotic 
meetings which helped keep the fires 
of freedom alive in Boston prior to 
and during the Revolution 

Old South Meeting House was 
built in 1729 and the church was 
converted to a riding academy in 
1775 by the British Troops occupy 
ing Boston. It also served as the 
meeting place for many gatherings 
of aroused Colonists too great in 
number for Faneuil Hall 

Old State House was built in 1713 
on the site of the first town house 
It was rebuilt in 1747 after a dis 
astrous fire the preceding year which 
destroyed the interior of the build 
ing. The Boston Massacre took place 
in the square immediately in front 
of the building which served as the 
outdoor gathering place for Boston 
ians during the Colonial and Prov 
ince Periods. The building has not 
been used as the State House since 
completion of the 
building in 1798 


present capitol 


State House 


The cornerstone for the present 
State House was laid on July 4, 
1795, by Governor Samuel Adams 
assisted by Paul Revere. The orig 
inal building, designed by Charles 
Bulfinch, has had three major addi 
since that time. The State 

with its golden dome, sits 


tions 
House, 
Beacon Hill and is 
visible from many points in Boston 

Old North Church (Christ 
Church) is where the signal lan 
terns which started Paul Revere on 
his famous midnight ride to warn 
the citizenry that British troops 
were marching on Concord and Lex 
ington were displayed from the 
steeple of this church. 

Other noted historical spots which 
are actually in the city include: 
Bunker Hill Monument on the site 
of the Revolutionary War Battle; 
Park Street Church where the song 
“America” was first Copps 
Hill Burying where the 
Reverend Doctors Increase, Cotton 
Mather and Samuel Mather as well 
as other notables are buried: Dor 
chester Heights commanding Boston 


atop famous 


sung; 
Ground 
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City of Yesterday a 


US.S. CONSTITUTION—“OLD IRONSIDES” 


This famous fighting ship, undefeated in more than 
forty engagements, was built in Boston and launched 


in 1797. 


“Nail to her mast her holy flag, 
Set every threadbare sail, 
And give her to the god of storms, 
The lightning and the gale.”’ 
Oliver Wendell Holmes 


PAUL REVERE HOUSE 
This home, built after Boston was practically de- 
stroyed by fire in 1696, was occupied by Paul Revere 


as owner from 1770 to 1800. It is the oldest frame dwell- 
ing in the city and the only type of a Colonial dwelling 
in the country situated in the heart of a large city. 





Harbor were occupied by George 


Washington’s troops forcing the 
British troops occupying the city 
to evacuate; site of the Boston Mass- 
acre in 1770; and the Boston Stone 
from which distances were meas 
ured. 

In Quincy, which borders Boston 
on the south are located the birth 
places of Presidents John and John 
Quincey Adams; the Adams Mansion, 
which both called home; the Church 
of the Presidents under which the 
Presidents Adams are buried; and 
the first railroad in the United States 
which was built to haul granite for 
the Bunker Hill Monument. 

These other communities a short 
distance south of Quincy house the 
following historical objects: Hing 
ham, Old Ship Church, the oldest 
church edifice in the country in 
which regular religious services are 
held; Marshfield, Daniel Webster’s 
homestead; Duxbury, Myles Stan- 
dish Mounment and the John Alden 
House; and, Plymouth; Plymouth 
Rock, Leyden Street, Burial Hill, 
Antiquarian House, Pilgrim Hall, 
The National Monument, Brewster 
Gardens, John Howland House and 
Cole’s Hill. 

To the immediate north of the 
Hub these municipalities prize the 
following Historical relics: Marble- 
head, the famous painting “Spirit 
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of °76,” Lee Mansion, Fort Sewall 
and Agnes Surriage Well; Salem, 
Pioneer Village, House of Seven 
Gables, Essex Institute, Peabody 
Museum, Ropes Memorial, and 
Chestnut Street, the street of beau 
tiful doorways. 

West of Boston these nearby cities 
and towns house the following his 
torical attractions: Cambridge, Long 
fellow House which Washington 
used as his headquarters and where 
the poet Henry Wadsworth Long 
fellow lived, site of the Washington 
Elm under which Washington took 
command of the Continental Army, 
and the Village Smithy; Arlington, 
Jason Russell House: Concord, bat 
tleground at North Bridge, Bullet 
Hole House, Colonial Store House, 
Wright Tavern and the Antiquarian 
House; Lexington, Munroe Tavern, 
Buckman Tavern and Lexington 
Green. 

Cultural Activities 


Boston abounds in cultural activ- 
ities. Home of the world-renowned 
Boston Symphony Orchestra, Bos- 
ton also plays host each year to the 
Metropolitan and other opera com- 
panies as well as to several top- 
notch ballet troupes. 

The city has more legitimate thea- 
ters than any other city in the 
country with the exception of New 
York, and through the Boston Pops 


Orchestra, 
concerts during the summer at the 
Hatch Memorial Shell on _ the 
Charles River Esplanade. 

Among the other cultural pro 
grams available in Boston are the 
annual Boston Arts Festival in the 
city’s Public Gardens through which 
painting, sculpture, drama and music 
are presented to thousands upon 


provides free evening 


thousands of visitors in a magnifi- 
cent outdoor setting, performances 
by the numerous concert artists who 
visit Boston each year, and the an 
nual Christmas Festival on Boston 
Common which features more than 
100 choral groups from all parts of 
the New England area. 

In addition the city is the home of 
eight museums, including the world 
famous Boston Museum of Fine 
Arts with its priceless art collec 
tions, and the modern Museum of 
Science which is devoted to exhibits 
of natural history, science, industry 
and public health. Boston’s many 
libraries include the Boston Public 
Library and its more than thirty 
branches, the State Library, and the 
Atheneum, all of which 
literary and historical treasures 
from both the old and new worlds. 

In the world of business, the Bos- 
ton area is the home of more than 
60 per cent of the state’s manufac- 
turing establishments. These plants 


contain 





employ more than half the Common- 
wealth’s industrial workers, pay 
well in excess of half the industrial 
wages and turn out a corresponding 
volume of the state’s industrial pro 
duction. 

The industrial output of the Bos- 
ton area is particularly exceptional 
because of the diversity of manu- 
factured goods which are produced 
here. More than two-thirds of all 
the industrial products listed by the 
United States Census Bureau are 
manufactured in the Boston area 

This variety in manufacturing is 
all the more notable because it is 
largely 
goods and does not embrace any 


spread among consume! 
considerable volume of heavier prod- 
ucts. The diversity in Boston's in 
dustrial output is further empha 
sized by the fact that the employ 
ment of no single industry group rep 
resents more than 13 per cent of 
the area’s total employment 

As one of the largest and most 
highly concentrated merchandise dis 
tribution centers in the country, 
Boston’s sales represent 67 per cent 
of all wholesale sales in Massachu- 
setts and 45 per cent of all such 
sales in New England 

The Boston area is one of the na 
tion’s distribution 
close to the top in family 
power, a leader in total 


foremost retail 
centers 


buying 


sales volume, and one of the first 
style centers in the United States. 

During 1955 retail sales in Boston 
reached an estimated $1,407,987,000 
and in the five counties included in 
metropolitan Boston the total sales 
volume was over three billion dol 
lars. According to the latest avail 
able statistics from the United States 
Census Bureau, the City of Boston 
has the largest volume of sales at 
retail in the nation in proportion to 
its size. The records also show that 
the effective purchasing power of 
the smaller communities near Bos 
ton and elsewhere in Massachusetts 
is higher than that of similar places 
in any other state 


Shopping Center 
The city 


center for all New England and as a 


serves as the shopping 


result there are more high grade de 
partment and specialty stores in 
3oston than in any other American 
city, with the exception of New 
York. In addition, Boston’s depart- 
ment and specialty stores have boost 
ed their sales by establishing ultra 
modern branch shops in easily ac 
cessible shopping centers located in 
suburban areas 

Every modern transportation fa 
cility is available in the Hub. Bos 
ton’s seaport is unexcelled by any 
other in the nation and Logan In 
ternational 


Airport is one of the 


world’s greatest air terminals. Logan 
Airport, the closest large airport to 
Europe, is located just a ten minute 
drive from the heart of the city. Also 
serving the city are numerous bus 
lines, three large 
than 100 foreign steamship services 


railroads, more 


four intercoastal lines, and a large 
number of domestic and transat 
lantic airlines 

A recent survey of private busi 
ness construction of major size (1. 
more than $100,000) underway, au 
thorized or planned for the Boston 
area listed projects with a total con 
struction cost of more than $275,000 
000. The largest single project in the 
group is the $100,000,000 
which the Prudential Insurance Co 
will build in Boston. Actual con 
struction is scheduled to start late 


cente! 


this summer. (See artists concep 
tion on front cover) 

But, Boston is not all commerce 
industry, culture, history, education 
and research. Many other activities 
are readily available in such a wide 
variety as to please every individual 
For the 
major league teams in three sports 
the Boston Red Sox in baseball, the 
3oston Bruins in hockey and the 
Boston Celtics in basketball. College 


sports fans have a wider choice of 


sports-minded there are 


games from which to choose because 
of the concentration of colleges in 
the area “ke 





: City of Commorrow 


BOSTON SKYLINE 
View of the business and financial section of down- 
town Boston. The roadway winding through the pic- 
ture is a section of a new modern high speed arterial 
highway. In the background is the industrial portion of 
Boston and several of her neighbors to the north. 


PUBLIC GARDENS 
The City of Boston as seen from the public gardens in 
the heart of the city. A ride in the famous swan boats 
over the pond in the foreground is a favorite attraction 
for visitors to the “Hub.” In the background is the 
John Hancock building and Trinity Church. 
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Retail Credit Association 
Of Greater Boston 


N THE EVENING of March 25, 

1907, five years before the or 
ganization of our National Associa 
tion, a group of men met at the 
United States Hotel and organized 
the “Retail Credit Men’s Club of 
Boston.” The object of these pio- 
neers in credit was wisely stated in 
the constitution then adopted and 
still in effect: 

“This Association is organized for 
the purpose of bringing together 
those engaged in the management 
of the Credits of the Retail Business 
of Boston and vicinity; to promote 
protective, educational and _ social 
intercourse; to guard’ against fraud 
.and imposition; to co-operate with 


WILLIAM J. KIRBY 


President, Retail Credit Association of Greater Boston 
Credit Manager, Gilchrist Company, Boston, Massachusetts 


kindred associations; to agitate and 
effect 
bankruptcy laws; to improve exist 
ing methods for the collection and 
diffusion of data relating to credits; 


changes in collection and 


to create greater uniformity in us 
ages of trade; and to establish close: 
ties of business whereby the welfare 
of all may be advanced.” 

Of the 27 charter members, three 
are still active in our Association 

William J. Starr, Walter J. Hend 
rick and Clarence B. 
Many of you old timers will, I am 


Lewisson 


sure, remember these men 

A prized document in the archives 
of our Association is an original 
combination program and menu of 


that historic banquet 51 years ago 
Those old Bostonians may have been 
staid but they sure had lusty and 
epicurean tastes in food. Witness 
the dinner that was set before them, 
shown in the menu on the opposite 
page. 

What organization can afford such 
a banquet today! 

These founding fathers were all 
credit managers or treasurers of 
retail stores, department and the 
so-called dry goods stores of that 
era. Today we have over 100 active 
embracing all fields of 
credit, banks, finance 
companies, hospitals, fuel dealers, 


members 
consumer 


etc. Years ago meetings were held 


OFFICERS AND DIRECTORS of the Retail Credit Association of Greater Boston, Boston, Massachusetts. Seated, left to right, 
are: Rowe A. Gladwin, Treasurer, First National Bank of Boston, retired; William J. Kirby, President, Gilchrist Company; 
Alexander Harding, First Vice President, John H. Pray and Sons Company; and John J. Canavan, Sr., Secretary, Credit 
Bureau of Greater Boston. Standing, left to right are: Frank J. Mullett, Past President, Massachusetts General Hospital; Mary 
L. Foran, Director, Conrad and Chandler Company; A. Helena McCarten, Director, Philips House, Massachusetts Geaeral 
Hospital and James H. Donovan, Director, Raymonds. Missing is Josephine M. Keeneally, Second Vice President, C. Crawford 


Hoolidge, Ltd. 
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annually, now we meet seven times 
each year. 
Ladies Invited to Join 

We were strictly a men’s club up 
to 1923 when, owing to the numbe) 
of women in the credit field, our 
by-laws were changed and the ladies 
were invited to join. Today they are 
very active in our organization 
in fact we have two past presidents 
on the distaff side, Elizabeth M 
Lynch and Frances M. Hernan. 

Down through the years we have 
not lost sight of our reason for be 
ing. In 1907 credit was relatively 
simple. The only type of account of 
any consequence was the thirty-day 
charge with special terms for favored 
customers. Today instalment, revolv 
ing credit, coupons, and the all 
purpose accounts have made the 
credit manager’s life one of com- 
plexity. During the years, our Asso 
ciation has been quick to detect 
changes in our profession and to 
adjust ourselves to them without 
delay. During the late twenties and 
into the thirties when instalment 
selling tended to run out of control, 
we set up sensible standards for 
terms of payment that prevented 
ruinous competition in terms. To 
day we are still alert to the dangers 
of unsound credit extension and are 
ready to use our influence to main- 
tain reasonable and ethical credit 
principles. 


First Convention 


In 1918, the first large convention 
of our National Association was held 
in Boston at the Copley Plaza Hotel. 
Thirty-one years later, 1949, Boston 
was the host city to another well 
attended and successful National 
Conference. 

We, Bostonians, are proud of 
several accomplishments in which, 
if we were not first, we played a 
very prominent. part. 

In 1932, we were the first city 
to adopt a community Charga-plate. 
The plate was first used by Wm. 
Filene’s Sons Company alone. A 
few years later, several of our mem- 
bers under the leadership of Louis 
McMahan, Credit Manager of Fi- 
lene’s, discussed the idea of a group 
plate, worked out the details and 
put it in effect. All of you know the 
importance of group tokens in re- 
tailing today and how fast and far 
it has spread. 

We like to think that Boston, 
again under the genius of Louis 
McMahan, was principally respon- 
sible for cycle billing as we now 
know it. Of course, this method of 
billing had been used for many 





years by public utilities but had not 
been applied to retail accounts. 
There were reasons of course 
lack of suitable billing machines, 
photographic equipment, ete.—why 
this type of billing did not appeal 
to stores. 

However, in 1940 Filene’s experi 
mented with cycle billing and after 
a great deal of trial and error, re 
moved most of the bugs and devel 
oped the basic procedures now so 
current. 

Hospitals Organized 

Shortly after the war, hospital 
administrators and their credit man- 
agers became increasingly aware of 
the drain that uncollected bills were 
having on their financial resources. 
At that time, Past President Frances 
M. Hernan, Credit Manager of Mas- 
sachusetts General Hospital realized 
the necessity of organizing the hos 
pitals to effectively deal with this 
problem and what more logical way 
than by joining our Credit Associa 
tion. 





Through her enthusiasm and en 
ergy not only are practically all 
hospitals of Greater Boston members 
of our group—but for several years 
have been a very important factor 
in our District One Conferences. 
This interest of hospitals in credit 
and collections is manifesting itself 
more and more not only in local 
credit associations and credit bu 
reaus, but is becoming an increas 
ingly important segment of ou 
National Association. 

Finally, may we, in Boston, ex 
tend our compliments and _ best 
wishes to all our fellow credit grant 
ers in Canada and the United States 
When we meet may we be reminded 
of Shakespeare’s words 

“What, do we meet together: 

Ay, and I think one business does 
command us all. . .” 

That one business consists in 
recognizing our responsibilities to 
the public and to our principals and 
to promote and preserve the inte 
ests of our great profession xn 





Stuffed Peppers 


Iced Cucumber 


Harlequin Ice Cream 


Oranges 





But Hark! The Chiming Clocks to Dinner Call.’ /¥r- 


Menu 
. 4 


Blue Point Oysters on Half Shell 
( A'count Limited ) 


Cream of Chicken with Rice 
Consomme Julienne 


( Investigation Required 


Broiled Savannah Shad, Lemon Batter 
( Leok up Antecedents ) 


Roast Young Turkey, Cranberry Saute 
( Old with us ) 
Roast Tenderloin of Beef, Mushroom Sauce 


( Tough Customer ) 


Mashed Potatoes French Peas 
Punch 
( Small O. K.) 
Sweetbreads Croquettes Lima Beans 
( But little definite knowledge of condit bt ble ) 
Pear Fritters, St. Croix Sauce 
Shrimp Salad 
(Deeply involved ) 
Maraschino Jelly Assorted Cake 


( Ordinary Risks ) 
Bananas Apples 

( Seld readily on usual terms ) 
Brownsville Water Crackers 


( Improves with age ) 
Coffee 
( Black-Listed ) 


Account Closed - 


Olives 


Hollandaise Potatoes 





Frozen Pudding 


Edam Cheese 








CREDIT WORLD May 1958 9 








Bostons Unique Instalment Loan File 


CHARLES E. FARNUM 


Vice President, Harvard Trust Company, Cambridge, Massachusetts 
Chairman, Executive Committee, Credit Bureau of Greater Boston 


OSTON has taken a revolution- 

ary step in the handling of its 
instalment loan file that should be 
of interest to instalment lenders 
everywhere. 

Back in 1938, during a period of 
rapid growth in instalment lending 
and time sales financing, a group of 
Greater Boston banks, engaged in 
this type of credit, realized their 
need for a central file in which the 
names of their borrowers could be 
recorded. This was necessary not 
only to provide a means of checking 
credit applications and preventing 
excessive borrowing, but to provide 
faster service for applicants. To this 
end, this group of banks formed an 
association now known as the Great- 
er Boston Consumer Credit Associa 
tion. It then became necessary to 
find a place in which their files 
could be housed and operated. The 
Association at first considered the 
possibility of operating this file 
themselves, but after careful in 
vestigation they realized that it was 
a job for a concern with experience 
in this field. Shortly thereafter, John 
J. Canavan, Manager of the Credit 
Bureau of Greater Boston, became 
interested in this problem and of 
fered to house the files of the Asso 
ciation in the Credit Bureau. It was 
then agreed that, for a specified per 
item fee, the Bureau would divulge 
the content of the file to any inquir 
ing member. It was further agreed 
that in no event would the Bureau 
give this information to anyone who 
was not a member of the Associa 
tion. 

As time went on and membership 
in the Association grew, most of the 
banks also became members of the 
Credit Bureau, and in checking their 
applications not only requested in 


formation from the loan file but 


from the Credit Bureau file as well. 
In so doing, the inquiries from the 
member banks became a part of the 
Bureau’s own record. After several 
years of successful operation along 
these lines it was pointed out by Mr. 
Canavan of the Credit Bureau that 
nearly 85 per cent of all the names 
inquired on were being cleared 
through both files. In view of this 
fact, it was suggested that the banks 
give careful consideration to the 
possible consolidation of both files 
in order to eliminate the necessity 
for checking each and thereby re 
ducing the time and cost necessary 
to answer an inquiry. If such a total 
consolidation made, it was 
obvious that instalment loan infor 
mation so recorded in the Credit 
Bureau files would become available 
to any of the Credit Bureau’s mem 
bers 


were 


The Consolidation 


The decision for such a consolida 
tion was not an easy one for the 
banks to make, due to their tradi 
tional hesitancy in the matter of 
opening their records to credit man 
agers generally, or to other lenders 
not within the banking system. After 
many months of meetings and seem 
ingly endless discussions of this 
problem, the instalment group final 
ly agreed that its file should be con 
solidated with that of the Credit 
Bureau. As a result of this decision, 
it was agreed that starting in 1955 
inquiries would no longer be posted 
in the bank file, but would instead 
appear only on the records of the 
Credit Bureau. It was further agreed 
that during this period both files 
would be checked in order to pro 
vide an inquiring member with 
complete information and this meth 
od of operation was to continue for a 


period of three years. The three 
year period having now run its 
course, it is anticipated that the re 
maining records in the loan file will 
be destroyed, except for derogatory 
items and that hereafter all records 
of the Association will appear only 
in the files of the Credit Bureau. 
Throughout all the years of the 
operation of these files a most satis- 
factory relationship with the Credit 
Bureau has been built up which, in 
my opinion, has greatly benefited all 
retail credit granters in the Greater 
Boston area. Recognizing the value 
of having all credit records in one 
file, and the importance of this cen 
tral file to the community at large, 
Mr. Canavan, in consideration of 
this decision on the part of the banks, 
has seen to it that the Greater Bos- 
ton Consumer Credit Association at 
all times has representation on the 
Operating Council and the Executive 
Committee of the Credit Bureau. By 
reason of this representation, the 
banks are assured of their reason- 
able and proper control, not only of 
their own records, but those of the 
Credit Bureau as well 


Bank Members 


This marriage of the credit files in 
the Greater Boston area has resulted 
in a most efficient operation, and I 
feel sure that none of the parties 
involved regrets the action taken. 
As of this date, the Greater Boston 
Consumer Credit Association has 
some 60 members, composed of the 
original banks and a number of the 
independent finance companies. 

It is my earnest hope that the 
national engaged in 
making small loans, will fully realize 
the value of such a consolidated file 
and join our ranks for our mutual 
benefit. xk 


organizations 








THE 44TH ANNUAL INTERNATIONAL CONSUMER CREDIT 
HOTEL STATLER, LOS ANGELES, CALIFORNIA, JULY 13-16, 1958 


National Retail Credit Association 


Credit Women’s Breakfast Clubs of North America ® Associated Credit Bureaus of America 


CONFERENCE 
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Hospital Credit and Its Place 
In Consumer Credit 


JUST HOW do hospital credits 
and collections enter into a con- 
sumer credit risk? This is probably 
one of the most frequent questions 
asked by hundreds of thousands of 
people, not only in the credit field, 
but in the every-day walk of life. 
Surely no one thinks that an unpaid 
hospital or doctor bill in the amount 
of $500 should ever enter into one’s 
credit record. The patient did not 
ask to be sick, or even bargain for 
this indebtedness as the average 
person does for a television set, a 
refrigerator, or a new suit of clothes. 


Unpaid Hospital Bilis 


However, this debt which has 
been thrust upon an individual must 
be paid. What have the merchants 
in Boston done about unpaid hos- 
pital bills? Not long ago I received 
a telephone call from a credit man 
ager in a small clothing store con 
cerning a balance of less than $100 
that had been posted at the credit 
bureau. He wanted to know when 
the debt was established and how 
had the payments been met. The 
answer was simple. A little over 
a year ago, Mr. X had been admitted 
to the New England Deaconess Hos- 
pital for surgery. His total bill was 
approximately $700. About $600 was 
paid at discharge and no payment 
had been made on the balance since 
that time in spite of the many re- 
quests for payment that had been 
sent to him. In due course, the ac- 
count had been referred to the 
credit bureau for collection and the 
account was posted in Mr. X’s per- 
sonal credit file. 

Just what happened in that small 
clothing store, I do not know. But 
I do know that for the next four 
months we received regular pay- 
ments. With the last payment came 
a request that we call the credit 
bureau at once and tell them that 
the account was paid in full. Similar 
circumstances probably happen daily 
in the retail field throughout the 
country. Reports of past-due hospi- 
tal accounts to the credit bureau are 
becoming the rule rather than the 
exception. 


MILTON B. NELSON 


Credit Manager, New England Deaconess Hospital, Boston, Massachusetts 


This type of action has become 
almost popular in Boston in the past 
few years because the Credit Bu- 
reau of Greater Boston has worked 
with the hospitals to get them to 
report slow and 
counts. It is important to our mer 
chants to know all they can about 
all the bills, hospital bills included, 
that Mr. X owes. If a credit manager 
is to pass credit on a $1,000 rug, it 
is important for him to know the 
full story. Is the potential customer 
about to legal action taken 
because of a long past due hospital 
bill? 

Until recently, 
of the few cities with the automatic 
dun supplied by the credit bureau. It 
is a simple, duplicate form costing 
only 10 cents 


derogatory ac 


have 


Boston was one 


The original goes to 
telling him that in 
10 days, if satisfactory arrangements 


the custome: 


are not made, his seriously overdue 
account will be reported to the 
bureau. If no results 
(and it is amazing how many peo 


materialize 


ple do not want their delinquency 
reported), the carbon copy is mailed 
to the bureau and posted in Mr. X's 
credit file. 

At present, here at the New Eng 
land Hospital 
about 50 per cent of our patients 
come from outside the Boston area 
and as far away as South Africa, 


Deaconess where 


our big problem is to get credit bu 
reaus throughout the United States 
and Canada to post the carbon copy 
in Mr. X’s file. 

You might wonder why here at 
the New England Deaconess Hospi 
tal we have so many patients from 
all over the world. The answer is 
simple. Because of the Joslin Clinic, 
we have one of the first Hospital 
Teaching Units for Diabetes. We 
also have one of the finest groups 
of surgeons on our staff, from the 
Lahey Clinic, Overholt Thoracic 
Clinic, and These clinics 
have world-wide reputation and some 
of their patients have serious prob- 


others 


lems and it is necessary for them to 


stay for many weeks and even 
months 

Without the bureau, we 
would never know the true financial 
picture of these people. With the 
ever-changing shopping habits of the 
American public, it is increasingly 


important for credit 


credit 


more bureau 
files on a national and even an inter 
national scale to contain as com 
plete a picture on as many people 
could get 
bureaus to post the 


duplicate automatic dun, we could 


as possible. Also, if we 


more credit 
collect more accounts, and you in 
the consumer credit field would be 
able to make more intelligent credit 


sales with fewer losses ke 





Consumer Credit for February 


CONSUMER INSTALMENT credit outstanding decreased 
$435 million in February. Some decline is usual in the early 
part of the year but after allowing for these seasonal forces, 
outstanding credit decreased by $166 million (see table on 
page 3). This decline interrupted an upward trend that has 
prevailed since late in 1954. The February drop in outstand- 
ing instalment credit reflected primarily a decline in exten- 
sions of credit accompanying the reduction in sales of auto- 
mobiles and other consumer durable goods. Extensions of 
credit seasonally adjusted amounted to $3,235 million in 
February compared with about $3,504 million in January. 
Repayments continued at the January level of about $3,400 
million. The largest decrease occurred in outstanding auto- 
mobile paper which fell $138 million, seasonally adjusted. 
Other consumer goods paper and repair and modernization 
loans declined $66 and $9 million respectively. Personal loans, 
however, continued their upward trend, and increased $47 


million.—Federal Reserve Board. 
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Credit Women of Greater Boston 


MARION T. BLANCHARD 


President, Retail Credit Women’s Association, Boston, Massachusetts 
Credit Manager, Corcoran’s, Cambridge, Massachusetts 


GENERALLY speaking, whenever 


a reference is made to credit man 
agers or credit executives the pro 
noun “he” is used, but if you were 
to sit in at a meeting of the Credit 
Women of Greater Boston you 
would realize the “she’s” should not 
be discounted. 

This club, affiliated with the Cred- 
it Women’s Breakfast Club of North 
America, was organized’ twenty 
years ago in the belief that through 
group effort, women holding posi- 
tions in the credit profession could 
experience and study mutual inter 
est in the credit field. 

We feel that if our 
us to these 


firms send 
we have the 
responsibility of going back to them 
with a fuller insight of the job we 
have undertaken. 


meetings, 


As credit women we must under 
stand the social and economic prob 
lems of our community and there- 
fore our meetings have a two-fold 
purpose: 

First, we invite speakers to tell 
us about matters which affect our 
customers, 
example, in February we _ invited 
the district manager of the Social 


as well as ourselves. For 


Security Division of the Department 
of Health and Welfare to tell us 
about changes in the social security 
laws. We all know how this can 
affect our credit granting and col 
lecting. In March, a branch manager 
of a suburban branch store talked 
to us about economic conditions 
Because of the close 
have with laws 
in April, we heard a promi 
nent lawyer tell us about the legal 
aspects of collecting our 


contact we 
pertaining to collec 
tions, 


accounts. 
Our interests in training and hiring 
problems prompted us to invite one 


of our own members (the owner of 


a large employment agency) to tell 
us of the outlook for better trained 
personnel. 

Second, meeting we 
have a discussion period. New meth- 
ods and types of credit granting, 
credit procedures and policies and 
the names of persons who are not 
good credit risks are discussed. This 
part of our meeting is always inter 
esting and generally gives specific, 
constructive plans of operation. 

Don’t you agree that after an 
evening such as described, it would 
be difficult to go home without learn- 


after each 


ing something about this credit 
world in which we live? 

Of course, we are justly proud 
to have as a member of our group, 
the first woman president of the 
Retail Credit Granters of District 
One, Miss Frances Hernan. She is 
a valuable asset in our organization 
and her help and loyalty will always 
be appreciated. 

I am sure no one has had a better 
friend than we have in the Credit 
Bureau of Greater Boston. Not only 
have they given us several members 
but John Canavan, its manager 
honorary 


, is an 
member and he is our 
right hand. His office is always ready 
to assist us and we shall always be 
grateful. 

Once again, we can only say that 
we are deeply conscious of the im 
portant responsibility resting on our 
shoulders as credit granters and, 
therefore, through the Credit Wom 
en of Greater Boston, we shall al 
ways try to keep up to date on 
changes in economic and social con 
ditions of our friends and neighbors 
(our customers) and through our 
program of study and the exchange 
of ideas we shall endeavor to give 


our bosses our best. wn 











Age Analysis Blanks 


Stickers and Inserts . 


N.R.C.A. Electros . 








375 JACKSON AVENUE 
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Supplies Available from National Office 


Credit Application Blanks. . . . 
Good Things of Life on Credit (Educational Booklet) 


Soldiers’ and Sailors’ Civil Relief Act (Booklet) i a 
CREDIT WORLD Binders . .... . 


N.R.C.A. Membership Signs . ; 
Pay Promptly Advertising Campaign (18 mene) 


= * * * * * * 


NATIONAL RETAIL CREDIT ASSOCIATION 








$ 9.50 
8.50\ Per 
18.00 { 1000 

4.00 

-75 each 
3.50 each 
-75 each 
1.00 each 
3.00 each 


ST. LOUIS 5, MISSOURI 























REGISTRATIONS are now being 
received for the 44th Annual Inte 
national Consumer Credit Confe1 
ence of the National Retail Credit 
Association, Associated Credit Bu 
reaus of America and the Credit 
Women’s Breakfast Clubs of North 
America to be held at the Hotel 
Statler, Los Angeles, California, July 
13-16, 1958. 

The delegate registration fee is 
$25.00 for delegates and $15.00 for 
guests. The guest fee applies to 
wives, children, members of dele 
gates’ families and personnel of busi- 
nesses or professions having one or 
more full delegate registrations. 

Banquet’ reservations will be 
handled as follows: All seats at the 
annual banquet on Wednesday eve 
ning July 16, will be reserved. Dele- 
gates who register in advance of the 
conference will receive their ban- 
quet tickets 30 days prior to the 
conference. Those who register first 
will be given preference as to the 
best tables available. If you wish to 
sit with your friends you must make 
your reservations prior to June 10 
Send to the National Office names of 
those registrants with whom you 
wish to sit. 

We hope to welcome you to Los 
Angeles. Fill out the registration 
blank below and send it in today. 





The Ever-Increasing Extension of Credit 


In a Women's Specialty Store 
JOSEPHINE KENNEALLY 


Credit Manager, C. Crawford Hollidge, Ltd., Boston, Massachusetts 





CREDIT has been an important fac 
tor in the growth of C. Crawford 
Hollidge 
started as a small street floor shop 
selling “shirtwaists,” a word often 
heard in 1909. Now it is a fine spe 
cialty store which has grown to oc 


ever since the business 


cupy seven selling floors and boasts 
a year-round suburban store as well 
as a seasonal resort shop 

Bearing the name of the founder, 
the late C. Crawford Hollidge, this 
store (as it approaches the “Golden 
Anniversary” year) continues to car- 
ry on original policies through the 
Hollidge sons and grandsons. We 
have had three generations of family 
management; have served three gen 
erations of customer families during 
this ever-changing period of time 
Quality has always been the key 
stone of this business 

Special attention to customer in 
terests—whether in selling or in the 
extension of credit—is C. Crawford 
Hollidge policy. We strive to live up 
to the title of specialty 
store” in every good sense of the 
word. 


“fashion 


Registration Blank 


44th ANNUAL INTERNATIONAL CONSUMER CREDIT CONFERENCE 


Los Angeles, California—July 13-16, 1958 


Delegate Registration, $25.00 


Check Type of 
Membership 


[] ACBofA 


registrations. ) 


City and State 


Guest Registration, $15.00 


(For wives, children, members of delegates’ 
families and personnel of businesses or pro- 
fessions having one or more full delegate 


As a member of the Credit Bu 
reau of Greater Boston, Inc., 
came into being, we 


since it 
have relied 
upon its records to aid us in accept 
ing or rejecting accounts. The ma 
jority of our sales are charge sales, 
and they come in ever-increasing 
numbers. We feel that this is a com 
pliment to our efforts to be of serv 
ice in every possible way 

For many years only thirty-da‘ 
could be opened at C. 
Crawford Hollidge. For the past 
three years, ninety-day accounts 
have been available; but, in spite of 
their promotion in the newspapers 
and on the selling floor, the thirty 
day account continues to be most 
popular 

Credit remains “the willingness to 
pay and the ability to collect”—but, 
in a specialty store, it means much 
more. Here the credit manager also 


accounts 


serves as a public relations expert, 
an arbitrator, and even a friend to 
the customers of the company 

Diversified? That is the word for 
credit work in the service-minded 
specialty shop. 


Mail 
This 


Blank 


[] CWBC of NA Will attend sessions of .. 
[] N.R.C.A. Will arrive re 
] I will attend CWBC of NA Breakfast, Sunday, July 13, 1958—7:30 a.m. 
(Cost Included in Registration Fee.) 


Mail Registration Blank with check attached payable to: 
INTERNATIONAL CONSUMER CREDIT CONFERENCE COMMITTEE 
c/o National Retail Credit Association 
375 Jackson Avenue, St. Louis 5, Missouri 


Today! 


Admittance to All Meetings Will Be by Badge Only 


—<—<—<—se eee eee eee eee eee ee EE See EE ES SS Se 
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PROGRAM HIGHLIGHTS 


44th ANNUAL INTERNATIONAL CONSUMER CREDIT CONFERENCE 
Hotel Statler, Los Angeles, California, July 12-16, 1958 


Saturday Afternoon, July 12 


Special session devoted to the problems of local asso- 
ciations. Delegates from all N.R.C.A., ACBofA and 
CWBC of NA districts have been named. These repre- 
sentatives will participate in discussion groups after the 
three principal speakers have presented their views on 
major topics listed below. While these delegates have 
been specifically named, all members are urged to at- 
tend this important session. 

The program will be under the leadership of David 
K. Blair, H. Liebes & Company, San Francisco, Califor- 
nia, Second Vice President, N.R.C.A. 

Topic Number One: Programs. Speaker: Wimberley 
C. Goodman, Reynolds-Penland Company, Dallas, Texas, 
Past President, N.R.C.A. 

Topic Number Two: Attendance. John K. Althaus, 
Secretary-Treasurer, The Credit Bureau, Inc., Wash 
ington, D. C. 

Topic Number Three: Cooperation. (Representative of 
the CWBC of NA to be announced.) 

The theme of this session will be IMPROVING LO 
CAL ASSOCIATION MEETINGS and the purpose is to 
establish the pattern and inter-action of CWBC of NA, 
ACBofA and N.R.C.A. local members and units. 


Sunday Afternoon, July 13 
The Credit Workshop 


Chairman, J. C. Gilliland, Pullman Trust and Savings 
Bank, Chicago, Illinois, First Vice President, National 
Retail Credit Association 

“Effective Skip Tracing Procedure” 

Earle A. Nirmaier, W. Wilderotter & Company, 
Newark, New Jersey, Third Vice President, 
National Retail Credit Association 

“Service Charges on Past Due Charge Accounts” 

William J. Kirby, Gilchrist Company, Boston, 
Massachusetts 

“Late Charges on Instalment Accounts” 

Kaa F. Blue, Foundation Plan, Inc., New 
Orleans, Louisiana 
L. A. Brumbaugh, Valley National Bank, 
Phoenix, Arizona 

“Carrying Charges on All Types of Instalment 
Accounts” 

R. A. Horton, The May Company, Los Angeles, 
California 

“You and Your Letters” 

Leonard Berry, National Retail Credit Associa- 
tion, St. Louis, Missouri 


Monday Morning, July 14 


8: 45—AsseEMBLY—PaciFic BALLRoom, Hotel Statler 
COMMUNITY SINGING 
9: 00—CALL TO ORDER 
Eldon L. Taylor, Glen Bros. Music Company, 
Ogden, Utah, President, N.R.C.A. 
Invocation—Wimberley C. Goodman, Reynolds- 
Penland Company, Dallas, Texas 
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“Welcome to the Conference” 
B. J. Delsman, Honorary Life Member: 
General Conference Chairman 
In Memoriam 
9: 30—APpPOINTMENT OF N.R.C.A. COMMITTEES 
9: 40—REporT OF THE NOMINATING COMMITTEE 
9:50—INTRODUCTION OF: 
REPRESENTATIVES OF EXHIBITORS 
: 00—Greetings 
Mrs. Darleen E. Crocker, Loring, Short & Har 
mon, Portland, Maine, President, Credit 
Women’s Breakfast Clubs of North America 
Norman F. Belleperche, Baum & Brody Limited, 
Windsor, Ontario, Canada, President, Credit 
Granters’ Association of Canada 
Erwin E. Singleton, Credit Bureau of Beaumont, 
Beaumont, Texas, President, Associated Credit 
Bureaus of America 
: 40—“Retail Merchants Look at Conditions” 
John W. Luhring, Vice President, Union Bank, 
Los Angeles, California 
: 00—“‘The Power to Become” 
Dr. William H. Alexander, The First Christian 
Church, Oklahoma City, Oklahoma 
2:00—Tue Georce A. Scott AWARD 
Presentation by George A. Scott, President, 
Walker-Scott Company, San Diego, California, 
Honorary Life Member, N.R.C.A 
ANNOUNCEMENTS AND ADJOURNMENT 


Tuesday Morning, July 15 


: 45—AsssEMBLY—PacIFic BALLROOM, Hotel Statle: 
COMMUNITY SINGING 
: 15—RECONVENE 
Reports of N.R.C.A. Committees 
9: 30—Credit Symposium 
Chairman, Earle A. Nirmaier, W. Wilderotter & 
Company, Newark, New Jersey, Third Vice 
President, N.R.C.A. 
“Taking the Application”’—Wendell B. Romney, 
Zion’s Co-Operative Mercantile Institution, 
Salt Lake City, Utah 
“The Credit Investigation” —Harold Cadd, Ranso- 
hoffs, San Francisco, California 
“Opening the Account’”—Hugh Tallent, Charles 
F. Berg Company, Portland, Oregon 
“Declining the Account”—Clarence E. Wolfinger, 
Philadelphia, Pennsylvania, Past President, 
N.R.C.A. 
“Collecting the Account”—L. S. Somers, Mc 
Curdy & Company, Rochester, New York 
“Promoting Credit Sales’—William F. Cofer, 
Neiman-Marcus, Dallas, Texas 
11:30—ELEcTION oF OFFICERS 
11: 45—INTRODUCTION OF AND BRIEF REMARKS BY 
Waldo Marra, Los Angeles, California 
Dr. Clyde Wm. Phelps, Los Angeles, California 
Sterling S. Speake, Austin, Texas 
S. H. Womack, Austin, Texas 
12: 15—ANNOUNCEMENTS AND ADJOURNMENT 





Wednesday Morning, July 16 


8: 45—AssemsLy—Paciric BALLRoom, Hotel Statler 

CoMMUNITY SINGING 

9: 00—RECONVENE 

Action on Final Report of Committee 
N.R.C.A. Constitution and Bylaws 

Report of Resolutions Committee 

9: 15—Panel Discussion, “Have Credit—Will Travel” 

Donald H. Puffer, Credit Bureau of Greater 
Denver, Denver, Colorado 

Pren L. Moore, Credit Bureau of Imperial 
County, El Centro, California 

William L. Fluegel, Iowa Adjustment and Credit 
Bureau, Cedar Rapids, Iowa 

Jerry Harris, Medical Arts Division of Creditors 
Service Bureau, El Paso, Texas 

Howard G. Chilton, Credit Bureau of Greater 
Fort Worth, Fort Worth, Texas 

10: 15—“How to Get More Business by Telephone” 

Jack Schwartz, Jack Schwartz Telephone Sales 

Clinic, Los Angeles, California 
11: 00—“People, Money and Markets” 

J. Allen Walker, General Credit Manager, Stand- 
ard Oil Company of California, San Francisco, 
California, President, National Association of 
Credit Men 

11: 45—ANNUAL AWARDS 

Mrs. Darleen E. Crocker, Portland, Maine, Presi- 
dent, Credit Women’s Breakfast Clubs of North 
America 

Introduction of Officers, Credit Women’s Break- 
fast Clubs of North America 

INTERNATIONAL ACHIEVEMENT AWARDS 

Harold A. Wallace, Executive Vice President, 
Associated Credit Bureaus of America, St 
Louis, Missouri 

Introduction of Officers, Associated Credit Bu 
reaus of America 

MEMBERSHIP AWARDS 

J. C. Gilliland, Pullman Trust and Savings Bank, 
Chicago, Illinois, Vice President, National Re 
tail Credit Association, General Chairman, 
Membership Committee 

Introduction of Officers, National Retail Credit 
Association 

12:15 P.M.—ANNOUNCEMENTS AND ADJOURNMENT 





Your Cooperation Please 


In fairness to the Conference Hotels, you are urged to 
notify the hotel not later than July 1, 1958, if you find 
you cannot attend the International Consumer Credit 
Conference. 

In previous years, some cancellations were made just 
a week prior to the opening of the Conference. Worse 
still, others failed to notify the hotel or Registration 
Committee that they were unable to attend. If you must 
cancel your reservation, write directly to the hotel so 
that your room or rooms may be assigned to others and 
your registration blank may be voided. Registration fee 
will not be refunded unless cancellation reaches the 
National Retail Credit Association office on or before 
July 1, 1958.—L. S. Crowder. 


Meeting of the Nominating Committee 


There will be a meeting of the Nominating Committee, 
Sunday, July 13, 1958, at 5:00 P.M. in General Manage1 
Treasurer Crowder’s suite, Hotel Statler, Los Angeles, 
California. 


Disneyland and Knott's Berry Farm 


A visit to Disneyland and Knott’s Berry Farm should 
be a “must” on the itinerary of all delegates to our Los 
Angeles Conference. 

Disneyland is now open every day of the week, all 
year ‘round. Only two and one-half years after its open- 
ing, it has already attracted nearly 10 million people 
visitors who have come to Anaheim from all 48 states 
and from 63 foreign countries. As it has continuously 
grown in popularity, so too has Disneyland grown in 
size and number of attractions, exhibits and shows 
which guests may enjoy and experience. There are al- 
ways new ventures in entertainment at Walt Disney’s 
Magic Kingdom. No matter what day or at what hours 
you visit Disneyland, you will not want to return home 
without enjoying a day at “the happiest place on earth.” 

From a modest beginning in 1920, Knott’s Berry Farm 
and Ghost Town now covers many acres and employs 
750 people. Many fine specialty shops dot the grounds. 
One thousand seven hundred and fifty people can sit 
down to dinner at one time. The tree-lined parking lots 
cover 60 acres and park 6,000 cars. Things to see are the 
preserving kitchen, dress shop, gift shop, steak house, 
and the railroad. Ghost Town with its own Government 
Post Office receives national recognition. The chicken 
dinner restaurant is, however, not open on Mondays 
and Tuesdays. The steak house is closed on Fridays. In 
1956, 1,577,914 meals were served. Open from 10 a.m 
to 9:30 p.m. daily, Ghost Town is an honest tribute to 
our pioneer forefathers. It is a fascinating spot to take 
pictures and a place to have fun. The wagon camp offers 
free entertainment in the manner of the old camp 
grounds of long ago including square dancing, stories, 
and music. 

Delegates and guests may obtain transportation costs 
for trips to Disneyland and Knott’s Berry Farm at the 
transportation desk, Hotel Statler. Entrance fees and 
transportation costs are not included in the conference 


registration fee 





Theme of Conference 


The theme of the 44th Annual International Con- 
sumer Credit Conference is: “Keeping Abreast of 
Changing Conditions.” 





Building Material Group 


The material dealers credit group and the construction 
industry suppliers are asking each member to partici 
pate in our program at the International Consume: 
Credit Conference to be held in Los Angeles in July 
1958. To make this a success we need your wholehearted 
support. Please send us any subjects you would like to 
have discussed by a panel or in a group discussion 
Or, would you prefer that we arrange for a talk cover 
ing the industry as a whole? This is your conference so 
let us hear from you.—J. M. Dean, Chairman, Building 
Materials Group, Secretary-Manager, Building Dealers’ 
Credit Association, Los Angeles, California. 


Register NOW » 


TURN TO page thirteen of this issue of The CREDIT 
WORLD, cut out the registration blank for the Los 
Angeles Conference, fill it in and send it to the Na- 
tional Office NOW. Plan to bring the family too. Send 

ccs blank in without further delay. 
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One hundred and fifty cabinets house four million personal credit history files at 


the Credit Bureau of Greater Boston, Inc. 


Instantaneous service is provided members through the use of fifty-five telephones 


affixed to the cabinets in each unit. 
Soundex filing is used to increase efficiency. 











The Credit Bureau of Greater Boston, Inc. has been serving the 
community since September 1930. 

1,000,000 credit applications are processed through the service 
department of the credit bureau each year. 

Two hundred persons are employed at the credit bureau to 
provide service to members from 9 A.M. to 10 P.M. throughout 
the week. 
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EAU OF GREATER BOSTON, INC. 


ET, P. O. BOX 190 BOSTON 1, MASSACHUSETTS 
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The Credit Bureau of Greater Boston, Inc., occupies 12,000 square 
feet of office space consisting of the entire street floor at 11 
Beacon Street which is within one block of Boston City Hall, 
State House, Court House and the central shopping and financial 
area of the city. 
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i which houses forty trunk lines, twenty direct 
e tie-lines and one hundred office stations. 
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the switchboard, sixteen members maintain The Collection Department operates from 9 A.M. to 10 P.M. and 
2s at the Credit Bureau. is staffed by 30 employees who process approximately 40,000 
accounts annually. 
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Dr. W. H. Alexander Jack Schwartz 

DR. WILLIAM H. ALEXANDER, pastor of the First 
Christian Church of Oklahoma City, is one of the 
Southwest’s best known ministers and a man of many 
activities. He also serves occasionally as a lecturer for 
General Motors. 

Especially concerned with the progress and problems 
of youth, Dr. Alexander organized in Oklahoma what 
has been called one of the greatest Protestant youth 
programs in the nation. One feature of this is the youth 
center next to his church. Its programs and facilities 
for wholesome recreation and social activities have 
made it, in fact as in name, a youth center for the com- 
munity. 

His crusade for better facilities to treat mental illness 
was a factor in the organization of the Oklahoma Men 
tal Health Association, which Dr. Alexander served as 
president for six years. He was state chairman of the 
Cancer Fund campaign in 1946, president of the Okla 
homa Symphony Orchestra Society for two years and 
for three years, chairman of the Oklahoma City Com 
munity Chest. 

As the Republican candidate in Oklahoma for U. S. 
Senator in 1950, the young clergyman, although de 
feated, brought out more Republican votes than any 
other candidate in the state’s history. His church board 
granted him a leave of absence for the year 1952 to en 
gage in a nation-wide speaking tour as chaplain for the 
Republican party. 

As a speaker, Dr. Alexander is popular with students, 
business and professional groups and as a participant 
in radio broadcasts. 

He fulfills hundreds of speaking engagements in all 
parts of the country each year but seldom is absent 
from his pulpit in Oklahoma City on Sunday mornings 
and never likes to miss his church’s dinners which are 
held each Wednesday evening. Although the First 
Christian Church, where he has been pastor since 1942, 
holds 2,000 persons, frequently hundreds must be turned 
away from his Sunday services. He conducts Palm Sun 
day and Easter Sunday services in the city’s 7,500-seat 
municipal auditorium, yet as many as 2,000 people seek 
ing entrance have found all seats taken. 


Son of a minister, he did not at first intend to enter 


the clergy. He was a four-letter athlete in high school, 
an amateur boxing champion and leader of a dance 
band. He tried the life of an entertainer briefly but 
abandoned it for a career as minister. He attended the 
University of Missouri, Phillips University, Enid, Okla 
homa, and graduated from the University of Tulsa 
Subsequently he did graduate work at the University 
of Chicago on a scholarship and completed his studies 
for an honorary LL.D. degree. He held pastorates at 
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John W. Luhring J. Allen Walker 


Stroud and Bristow, Oklahoma, and at Los Angeles 
before going to Oklahoma City. During the latter part 
of World War II, he served as a war correspondent in 
Italy for several Oklahoma publications 

He serves General Motors and its divisions from time 
to time as a lecturer in meetings of management per 
sonnel in both manufacturing and sales. Due to the cir 
cumstances it is only to a limited degree General Motors 
can sponsor him for public groups. He will address the 
conference on “The Power to Become.” 


JACK SCHWARTZ of Los Angeles, California, is 
known throughout the United States as very especially 
successful in selling insurance to prospects contacted 
solely by telephone. He has sold over 2,000 policies for 
a total volume of over ten million of insurance and has, 
for many years, held the honor of national sales leader 
for his company. Ever since he entered life insurance, 
he has been on his company’s honor roll every month 

His brilliant success through telephone prospecting 
has naturally led to a call to teach others. As a result 
he has conducted Telephone Sales Clinics all over the 
United States and Canada; addressed many national 
conventions and sales organizations, insurance confer 
ences, etc. And then he set up his own clinics for teach 
ing the art of telephone salesmanship. He has also a 
general sales background, having sold everything, as 
the saying goes, “from soup to nuts.” 

Jack Schwartz’s program is entirely different from 
that of the average speaker, in this respect. He not only 
tells you what to do, but also shows you how it is done 
A live telephone will be at his disposal and he will then 
use the telephone to show how you can develop your 
personality over the telephone, telephone manners and 
courtesy, how to develop your telephone voice, why 
the telephone has become an important tool in the 
American business scene, and many other worthwhile 


ideas. He is recognized as America’s greatest telephone 
salesman 


Last year Jack Schwartz appeared before well over 
100,000 businessmen and women in cities such as Dallas, 
Chicago, Seattle, San Diego, and Indianapolis. Capacity 
audiences heard his presentation, and many had to be 
turned away because of lack of space. His presentation 
at the conference will be “How to Get More Business 
by Telephone.” 


JOHN W. LUHRING is Vice President in charge of 
public relations, Union Bank, Los Angeles, California 
He started his career at the bank in 1931 Originally 
with the bank’s Trust Department, he has served in vari 
ous capacities and as the department’s trust counsel 
Since June 1942, he has had varying assignments at the 





bank, including the Law Department as general attorney, 
the Commercial Loan Division participating in the war 
loan program and later on an administrative committee 
responsible for bank operations. In February 1950, he 
was assigned to the bank’s Customer Relations Depart 
ment to develop Union Bank’s relationships with other 
financial institutions. Since November 1957, he has had 
his present assignment with responsibility for all phases 
of public relations. Through the years he has served on 
committees of the California Bankers Association, Inde 
pendent Bankers Association, Law Forum, American 
Right of Way Association, State, Local and National 
Bar Associations, and has headed or participated in 
almost every type of charitable campaign, including 
Y.M.C.A., Boy Scouts, Community Chest, and Red Cross 
The title of his talk at the conference is “Retail Me: 
chants Look at Business Conditions.” 


J. ALLEN WALKER is General Credit Manager of 
Standard Oil Company of California. He has been with 
Standard for 36 years and held various positions prior 
to being appointed General Credit Manager in April 
1946. Many credit managers throughout the country 
have benefited from a book entitled “What Would Say?” 
written by Mr. Walker as well as a sound film based 
on the book. As a practical credit training medium, the 
Company has shared it with other business firms as 
well as 30 colleges and universities. Mr. Walker has 
shown a keen interest in the improvement of credit 
administration not only in his own Company but also 
through association and educational activities. He has 
served the Credit Managers Association of Northern 
and Central California as President of the Board of 
Governors of the Foreign Credit Chapter. He is past 
president of the American Petroleum Credit Association 
He is a member of the faculty of the Graduate School 
of Credit and Financial Management, Stanford Uni 
versity. He is currently a trustee of the Credit Research 
Foundation and in May 1957 he was elected President 
of the National Association of Credit Men at thei 
annual Credit Congress held in Miami Beach, Florida 
Mr. and Mrs. Walker live in Menlo Park, California 
He will address the conference on the subject “People 


Money, and Markets.” 





Entertainment 


Sunday, July 13, 1958 


7:30 A.M.—Annual Breakfast, Credit Women’s Break 
fast Clubs of North America, Pacific Ballroom, 
Hotel Statler 
8:30 P.M.—Colored Movies With Sound 
Garden Room, Ballroom Floor, Hotel Statler 
“California Centennial” 
“Los Angeles—City of Destiny” 
“San Francisco—Queen of the West” 
Courtesy of Standard Oil Company of California 


Monday, July 14, 1958 
9:30 A.M.—Sightseeing Tour. Luncheon Beverly Hilton 
Hotel, Beverly Hills, California 
Members of families of delegates or guests paying 
full registration fee. 
9:00 P.M.—Mixer, Golden State Room, Hotel Statler 


Wednesday, July 16, 1958 


7:00 P.M.—Banquet, Entertainment and Dance, Pacific 
Ballroom, Hotel Statler 








times the activity 


A recent department store survey 
shows that accounts opened through 
direct mail solicitation produced 3 
times more activity than accounts 
opened through other means. 


LOW PRESSURE 
REPLY-O-LETTERS MEAN 
HIGH ACTIVITY ACCOUNTS. 


For samples of successful charge and 
budget account promotions 
write to 


THE REPLY-O PRODUCTS CO. 
7 CENTRAL PARK WEST, NEW YORK 23, N. Y.° 


Group Meetings 


The group meetings are always an outstanding feature 
of our Annual Conferences. They will be held on Mon 
day, Tuesday and Wednesday afternoons from 2:00 P.M 
to 5:00 P.M. Programs will be distributed at the meeting 
of each group, and questions may be asked from the 


floor. The groups for this year’s conference ar¢ 
Banking and Finance 
Building Material 
Dairy and Baking 
Department, Apparel, Shoes and Jewelry 
Furniture, Electrical Appliances and 
Musical Instruments 
Medical-Dental-Hospital 
Newspapers and Publishers 
Automotive and Other Lines of Business 
Not Specifically Listed 
Petroleum 
Public Utilities 











Educational Exhibits 


Encyclopaedia Britannica, Inc. 
Farrington Manufacturing Company 
Great Books of the Western World 
LeFebure-Craig Files 
Minnesota Mining and Manufacturing Company 
The National Cash Register Company 
Office Expediters 
Recordak Corporation 


N Remington Rand 
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Presentation at Savannah 


Murrey Weldon and Clinton Gnann, who are seen in 
the picture below being awarded certificates of membe1 
ship in the Quarter Century Club of the National Retail 
Credit Association by General Manager-Treasurer, L. S 
Crowder, center. Mr. Weldon has served the Associated 
Retail Credit Managers of Savannah, Savannah, Geor 
gia, as Secretary, and Mr. Gnann as Treasurer since 
the Association was organized in April 1931 

Mr. Weldon, who is owner and manager of the Mei 
chants Credit Association, began his career in the con 
sumer reporting field in Atlanta, October 2, 1922, but in 
1929 went to Augusta and then came to Savannah in 
September 1930. He organized the Association in No 
vember 1944 and eight years ago enlarged its scope of 
activity by setting up a collection department to be 
operated in connection with the bureau. Four years 
ago the Association acquired the credit bureau of the 
Savannah Retail Furniture and Mercantile Association 
which enlarged the corporation considerably 

Mr. Gnann, who is a Savannahian, has been associ 
ated with Morris Levy’s Shop for over 30 years and has 
been one of the most active members in the Associated 
Retail Credit Managers. He has attended most of the 
district conferences and international conferences has 
served on numerous committees and is currently serv 
ing on the research committee of the N.R.C.A. 

The credit managers association has entertained the 
Southern Conference on two different occasions. It has 
conducted several pay promptly campaigns, worked for 
and sponsored the Savannah Credit Women’s Breakfast 
Club and made it possible for the club to have a meet 
ing, several years ago, with other clubs throughout the 
state at which time the Credit Women’s Breakfast Clubs 
of Georgia was organized. 

Three years ago Sterling S. Speake conducted a 
school in retail credit fundamentals with the largest 
enrollment that has been had at any one of his classes 
prior to that time, there having been 153 in attendance 

On February 10-12, 1958, S. H. Womack conducted 
the course of lectures on “Public Relations in Busi 
ness,” having 134 enrollments in his class. 

The credit managers association was honored by the 
N.R.C.A. through devoting considerable space in the 
June 1955 issue of The Crepir Wor.tpD to Savannah 

When Mr. Crowder visited Savannah to present the 
certificates to Messrs. Weldon and Gnann, a special 
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Coming District Meetings 


District One (Connecticut, Maine, Massachusetts, New 
Hampshire, Rhode Island, Vermont, Provinces of Que 
bec, New Brunswick, Nova Scotia, and Prince Edward 
Island, Canada) will hold its annual meeting at the New 
Ocean House, Swampscott, Massachusetts, May 18, 19 
and 20, 1958. 

District Six (Iowa, Minnesota, Nebraska, North Da 
kota, South Dakota, Superior, Wisconsin, and Manitoba 
Canada) will hold its annual meeting at the Royal Alex 
andra Hotel, Winnipeg, Manitoba, Canada, May 4, 5, 6 
and 7, 1958 

District Nine (Colorado, New Mexico, Utah, and Wy 
oming) will hold its annual meeting at the Hotel Colo 
rado, Glenwood Springs, Colorado, May 16, 17, and 18 
1958 

District Ten (Alaska, Idaho, Montana, Oregon, Wash 
ington, Provinces of Alberta, British Columbia, and 
Saskatchewan, Canada) will hold its annual meeting in 
Portland, Oregon, May 17, 18, 19, and 20, 1958 

District Eleven (Arizona, California, Nevada, and Ha 
waii) will hold its annual meeting in conjunction with 
the 44th Annual International Consumer Credit Confe1 
ence, Hotel Statler, Los Angeles, California, July 13. 14. 
15, and 16, 1958 





meeting was arranged at the Pirates House, which is 
the oldest in Georgia. He gave a most interesting infor 
mal talk which was thoroughly enjoyed by the mem 
bers attending. 


Louis Krensel Succeeds C. E. Wolfinger 


Louis Krensel has been named Manager of Credit 
Sales, Lit Brothers, Philadelphia, Pennsylvania, to suc 
ceed Clarence E. Wolfinger who retired recently. With 
Lit’s for 30 years, Mr. Krensel was previously Collec 
tion Manager. He also served as chairman of the Col 
lection Department Committee of the Philadelphia Cred 
it Bureau 


Ruth Coats Honored 


A special tribute was paid to Ruth Coats recently at 
the Bosses Night dinner meeting of the Credit Women’s 
Club, Miami, Florida. She celebrated her 30th year 
with the Credit Bureau of Greater Miami having started 
as a file clerk in 1928. Seven years later she promoted 
the idea of a Credit Women’s Club and served as its first 
president, for two terms. She was active in the organiza 
tional preparations for the Dixie Council of Credit 
Women. She served as its vice president and later be 
came its third president. The Career Club of the Credit 
Women’s Breakfast Clubs of North America lists her 
among its charter members. She is a past president of 
the Altrusa Club of Miami and recently complete a two 
year term as secretary of Combined Women’s Service 
Clubs of Dade County. For the past ten years she has 
worked with teenagers in the Central Baptist Church 
and is now associate superintendent of the Intermediate 
Sunday School department. She is a charter membe1 
of her church and for 20 years prior to her association 
with teenagers worked with six-year-olds. She resides 
with her mother, Mrs. N. D. Coates, 6360 SW 4th Street, 
Miami, Florida. 





Industrial Bankers to Meet 

The Twenty-Fourth Annual Institute of Industrial 
3anking, sponsored by the American Industrial Bankers 
Association is to be held June 18-21, 1958, at the Hotel 
Utah, Salt Lake City, Utah. Program Chairman Charles 
R. Belcher, President, Citizens Savings and Loan Corpor 
ation of Chattanooga, Tennessee and his two local Salt 
Lake City Co-Chairmen, Russell B. Jex, manager, Peo 
ples Finance and Thrift Company and Roy W. Simmons 
President, The Lockhart Company, have just about lined 
up a program that should be both informative and in 
teresting. 

Other members of the program committee are: Clif 
ton E. Bourdelais, President, Time Finance Corpora 
tion, Norwood, Massachusetts; Leslie L. Sayre, Vice 
President, Boulder Industrial Bank, Boulder, Colorado 
and William E. Schloss, President, Indianapolis Morris 
Plan Company, Indianapolis, Indiana. Ralph N. Larson 
President, California Morris Plan Company is the Presi 
dent of A.I.B.A 


C. A. Brandes Retires 

Charles A. Brandes, who has served as Credit Man 
ager of the M. O’Neil Company, Akron, Ohio, for the 
past 28 years, retired as of February 28, 1958. Prior to 
coming to Akron, Mr. Brandes served in the credit de 
partment of the May Company, Cleveland, for over 16 
years and for several years prior to that time was an 
agent for the Pullman Company. During his 28 years 
with the O’Neil Company he has seen the store increase 
its volume many times over with credit playing an im 
portant role. He has been a director of The Credit Bu 
reau most of the years he has been in Akron. He served 
as Vice President several terms, was President for two 
consecutive years and was Treasurer at the time of his 
retirement. Recently many of his friends and business 
associates gathered at the Akron City Club to bid him 
goodbye and to wish him and Mrs. Brandes many more 
happy years together. He will continue to reside at 2836 
Outlook Drive, Silver Lake, Ohio, until sometime dur 
ing the latter half of the year when they plan to move 
to Florida and make their home in or near St. Peters 
burg. A member of the Quarter Century Club of the 
National Retail Credit Association he now becomes an 
honorary life member. The N.R.C.A. wishes both of 
them many years of health and contentment in thei: 
retirement 

George L. Peterson 

It is with regret that we announce the resignation, 
effective February 28, 1958, of George L. Peterson. At 
the same time it is our pleasure to congratulate George 
and extend our best wishes for his success. He is As 
sistant Vice President of Fischbach and Moore, Atlanta, 
Georgia, electrical contractors, with offices in many of 
the principal cities of the United States 

The position offers real opportunities to one of George's 
ability and broad experience in electrical association 
work, particularly in connection with his duties as As 
sistant to the Vice President in charge of sales. We pre 
dict for George a bright future and wish for him good 
health and happiness 








APPLICATIONS for position as a member of the 
staff of the National Retail Credit Association will be 
considered from members possessing the required ex- 
perience and educational background. Give age, marital 
status and outline of experience in credit as well as 
other lines of work. Confidential. Address your letter 
to L. S. Crowder, General Manager-Treasurer, National 
Retail Credit Association, 375 Jackson Avenue, St. 
Louis 5, Missouri. 
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Clarence E. Wolfinger 
CLARENCE E. Wo.Lrincer, Credit Manager, Lit Broth 
ers, Philadelphia, Pennsylvania, retired March 28, 1958 
He had served the store for 25 years in various credit 
capacities becoming Credit Mar 
ager in 1943. He started his busi 
ness career in banking and late: 
became Federal Reserve Examin 
er with the Federal Reserve Bank 
of Philadelphia and then Man 
ager of the Department of Bank 
Examiners. He is a Past Presi 
dent of the Credit Men’s Associa 
tion of Eastern Pennsylvania, Na 
tional Association of Credit Men 
Past President of District Twelve 
National Retail Credit Associa 
tion; Past President of the Phila 
delphia Retail Credit Managers Association; and mem 
ber of the Operating Council of the Philadelphia Credit 
Bureau. In 1950-1951, he was President of the National 
Retail Credit Association. He is also a past chairman of 
the Credit Management Division of the National Retail 
Merchants Association, formerly National Retail Dry 
Goods Association. He is a noted author on credit 
subjects and many of his articles have appeared in 
leading trade publications. Throughcut his career he 
has aided many young men to successful credit careers 
through his generous counsel and encouragement He 
contributed greatly to Lit Brothers’ success by his 


gressive promotion of credit selling 
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Mr. Wolfinger has been a member of the Quarte1 
Century Club of the National Retail Credit Association 
and now becomes an honorary life member. He will 
attend the 44th Annual International Consumer Confe1 
ence in Los Angeles, July 13-16, 1958, and take part in 

symposium at the general session July 15, 1958. His 
home is at 223 East Mt. Pleasant Avenue, Philadelphia 
19, Pennsylvania 

The N.R.C.A. wishes nany ye of he: and 


“a 


happiness in his well-deserved retirement 


New Appointment for C. W. Speck 

Clifford W. Speck has been appointed Secretary 
Treasurer of the McCann Hardware Company, one of 
the leading building supply firms in the Fort Laude: 
dale, Florida area. He has been with the firm since 
1947, joining them soon after discharge from service. He 
is the Broward Retail Credit Association's first presi 
dent, having been elected to the post at the association’s 
organization in January 1956 


W. C. Goodman Elected Vice President 


On March 3, 1958, it was announced by the Board of 
Directors of the Reynolds-Penland Company, Dallas, 
Texas, that Wimberley C. Goodman has been elected to 
the office of vice president of that firm. He is also secre 
tary and assistant treasurer. Mr. Goodman, who is a past 
president of the National Retail Credit Association, Re 
tail Credit Executives of Texas, and the Dallas Retail 
Credit Managers’ Association, has been with Reynolds 
Penland for the past 25 years. He is a member of the 


Quarter Century Club of the N.R.C.A 
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Furniture, Electrical 
Appliances 


QUESTION 
“Can revolving credit be successfully used in stores 


of our type? What advice can your panel members give 
me on installing revolving credit?” 


ANSWERS 


John A. Broom, Jr., Store Manager, Cate-McLaurin 
Company, Columbia, South Carolina: Actually, the use 
of a combination agreement which we use amounts to 
revolving credit on appliances. A customer who is now 
paying on an appliance account or large ticket item may 
add another appliance to the old account with a ten per 
cent down payment. The terms must be as much or 
more than the old account, though there are no addi 
tional charges on the original amount though a full 24 
months is given on the new contract. The same system is 
used after the account is six months old—though there 
is no down payment required. In both instances the old 
account must be up-to-date in payments. Our other 
accounts for tires, small appliances, bicycles, house 
wares, or other miscellaneous merchandise, are handled 
by an “add-on” system. Service and handling charges 
are added only to the “add-on” purchase, and up to the 
limit of terms (usually six months) the terms will re 
main the same. All of our large ticket items are financed 
on an indirect collection plan with G.M.A.C. 


P. A. Howell, Credit Manager, Hemenway’s, Shreve- 
port, Louisiana: Revolving credit can be successfully 
used in an instalment furniture store. However, we do 
not use this plan in any of our stores. The reason is that 
we have an elastic plan for handling purchases on ou 
several instalment plans. We welcome and invite what 
is known as “add-ons.” To this “add-on” purchase, we 
add the necessary finance charge to pay out according to 
the customer’s payment plan. Sometimes it is necessary 
to change the size of the monthly payments to accom 
modate the new purchase, but most of the time the new 
purchase can be added to the account without making a 
down payment or increasing the amount of the monthly 
payment. We have considered putting in a revolving 
credit plan and we know that it has some advantages, 
however, we believe that our plan for adding to the 
current instalment account is much simpler for our own 
operation and it produces the same results as far as 
the customer’s buying habits are concerned. 


Gerald Meyer, Credit Sales Manager, Blattners, Lima, 
Ohio: We are considered primarily an instalment house, 
however, the manner in which we handle “add-ons” 
makes our accounts really revolving credit accounts. 
We feel that revolving credit is really an up-to-date or 
more glorified name for the old instalment account, 
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which has been our standby for over 50 years. We use 
the National Cash Register Accounts Receivable System. 
A sales contract (and on items of $100.00 or more a 
Chattel Mortgage and note) is signed for each sale. We 
add a credit service charge covering each sale, the 
charge depending on the length of the contract and 
amount to finance. When the customer wants to add to 
his account he may do so. If the amount does not go 
over the original high credit, terms remain the same 
The credit service charge is added on the new purchase 
If the new “add-on” brings the balance higher than the 
original high credit, terms are changed accordingly to 
make the account pay out in a specified time, usually 
ten to eighteen months. We have customers using this 
type of an account continuously for as long as 20 years 
It is a wonderful way to keep accounts active. We call 
these Blattner Budget Accounts. 


Earl E. Paddon, Manager, Credit Sales Department, 
Lammerts, St. Louis, Missouri: Revolving credit has 
applied to specialty stores and department stores and 
is nothing more nor less than a six-month instalment 
account unsecured, as opposed to secured accounts for 
six to twelve months on hard merchandise in most fur 
niture stores. Customers employing budget accounts 
are encouraged to make purchases to be added to their 
budget accounts, whether the account is scheduled for 
one or more years, and this accomplishes the same pu 
pose as a revolving account in so far as building and 
developing sales on other than a 30-day charge basis 
or cash sale. Those stores who are charging interest on 
30-day charge accounts as they become past-due are 
actually placing their 30-day charge accounts on a 
modified revolving credit plan, but from an over-all 
standpoint the same purpose is accomplished. I believe 
that the budget account with its normal collateral se 
curity presents a better credit risk than an unsecured 
revolving credit account and certainly it is no more 
difficult to control. 


Banking and Finance 
QUESTION 


“What credit terms are currently being offered on 

new and used automobiles?” 
ANSWERS 

L. A. Brumbaugh, Vice-President, Valley National 
Bank, Phoenix, Arizona: On 1958 new cars, our bank 
finances a maximum of 90 per cent of the dealer's cost 
plus taxes, insurance, and license fees. On 1958 used 
cars and through 1952 models, it finances two-thirds of 
the average retail price of the cars as shown in the 
N.A.D.A. Used Car Guide, or the Kelley Blue Book. On 
1958 models and 1957’s (through June 30) the bank 
allows 30 months for the customer to pay. On 1957’s, 
after June 30, and on all older models through 1954’s it 





me 


permits 24 months to pay. The 1953 and 1952 models may 
be financed for 18 months. If any older cars are financed 
the term may not exceed 12 months. 


Babe Cialone, Automobile Finance Company, Fort 
Smith, Arkansas: The terms we are recommending to 
our dealers in line with current conditions are as fol 
lows: 1958 models—minimum down payment 30 per 
cent, 36 months; 1957-56 models—minimum down pay 
ment 35 per cent, 24 months; 1955-54 models—minimum 
down payment 40 per cent, 18 months; and 1953 and 
older models 40 per cent down, 12 months. These terms 
as outlined above are to be used as a guide and each 
individual’s capacity, character, and stability determines 
whether we conform strictly to these terms, or if we 
vary. In other words, each deal must stand on its own 
merits. One large automobile dealer of this city who 
operates a finance department of his own uses the fol- 
lowing term schedule: 1958 models—40 per cent down, 
36 months; one-third down, 30 months; 1957-56 models 
one-third down, 24 months; 1955-54 models—one-third 
down, 18 months; and 1953 and older models—40 per 
cent down, 12 months. 


R. E. Dyreson, Assistant Vice-President, Illinois Na- 
tional Bank & Trust Company, Rockford, Illinois: There 
is considerable spread these days between “credit terms 
offered” and “credit terms accepted.” If the question 
were to be answered from the standpoint of ideal terms, 
the only major fluctuations in your replies probably 
would be according to geographical location. Today we 
are screening our automobile paper from all the angles 
of the “four C’s,” 
sistency of paper offered us. With dealer pressure ever 
increasing to move automobiles under unfavorable 
credit terms, we must be somewhat flexible, but should 
not lose sight of the picture of what normal credit terms 
should be. My opinion on ideal credit terms is: New 
Cars: Solid 25 per cent down payment and 30 months 
Current Model Used: 30 per cent down payment and 
30 months. 1956-57 Models: 3313 per cent down payment 
and 24 months. 1955 Models: 33143 per cent down pay 
ment and 18 months. 1954 Models: 3343 per cent down 
payment and 15 months. 1953 Models: 3343 per cent 
down payment and 12 months. This formula on used 
cars is contingent upon the balance being near the loan 
value as indicated in the Red Book or N.A.D.A. book of 


appraisals. 


and beyond, because of the incon 


W. Franklin Evans, Vice-President, American Na- 
tional Bank, St. Joseph, Missouri: We are carrying new 
1958 automobiles for a period of 36 months, but not ad 
vertising same. The past year we have been giving 
three years on new automobiles, but I feel that the 
time has come when these terms should be cut to 30 
months. We are carrying the same at a five per cent rate 
requiring the regular one-third down payment. In some 
instances we make allowances and only require one 
fourth down payment, but still checking closely on the 
dealer’s cost set out in the Yegen Automobile Guide 
and the Automotive Wholesale Cost Index. The auto 
mobile guides are helpful in the over-all picture of most 
automobile loans. However, there are cases, as usual, in 
each and every bank where exceptions are made. We 





Reading this publication carefully 
and regularly will contribute to 
your success asa Credit Executive. 











are trying to hold used automobiles to 24 months at a 
six per cent rate with the proper trade-in or cash down 
payment. There have been a number of cases recently 
where we have carried new 1957 automobiles for a 
period of three years. We no longer finance automobiles 
later than 1954 models and all 1954’s, 1955’s and 1956's 
are definitely held to a 24-month period. These are 
carried at six per cent. There have been considerable 
questions regarding 36-months automobile paper. How 
ever, a few years ago, we asked ourselves if we would 
ever go 30 months and a few years prior to that a 24 
month period was in question and as the years passed, 
we found competition and circumstances arising which 
necessitated going three years on new automobiles. We 
do not make it a policy of going 36 months on every 
automobile loan. We find that a number of customers 
request it with the fact in mind, certain national loan 
companies are not hesitating to make these longer term 
automobile loans available. The customer feels that their 
credit and circumstances warrant longer terms, but still 
good judgment prevails with the fact they want financed 
at a bank, with bank rates and no hidden charges. We 
like to suggest our Credit Life Insurance Policy on 
three-year car loans. However, it is not mandatory. We 
do find a number of younger people who do not hesitate 
in putting a life insurance policy on their loan, but they 
know at the time the loan is made how much interest 
is being charged and how much is going for life insur 


ance 


Ralph M. France, Assistant Vice-President, Progres- 
sive Bank and Trust Company, New Orleans, Louisiana: 
We finance on a direct basis, only new cars and used 
cars for the model years 1955, 1956, and 1957. The maxi 
mum term on new cars is 30 months; on 1957 models 24 
months; on 1956 models 18 months; and on 1955 models 


15 months. We charge six per cent discount on 


and seven per cent and eight per cent on used cat 


J. C. Gilliland, Vice-President, Pullman Trust and 
Savings Bank, Chicago, Illinois: On direct new car loans 
we are currently offering payment period up to 36 
months. Finance charge is at an “add-on” rate of four 
and one-half per cent per annum for preferred risks and 
five per cent for ordinary risks. On direct used car loans 
maximum payment period is 30 months on 1958 and 
1957 models and 24 months on 1956, 1955 and 1954 mod 
els. We do not finance cars older than the 1954 models 
On 1958, 1957 and 1956 models, finance charge 
rate of six per cent “add-on” per annum. On a 


used cars the rate is eight per cent On new cars we do 
not finance an amount in excess of the dealer’s invoice 


price. On used cars, we do not finance 


an amount in 


excess of the Red Book low loan value 


E. J. Nonnenkamp, Vice-President, Manchester Bank 
of Saint Louis, St. Louis, Missouri: Terms vary with the 
type of operation. If loans are made on a direct basis, 
rather than purchased from dealers, generally speaking, 
direct loans are on a more conservative basis. We offe1 
new car financing up to 36 months provided that the 
equity of the purchaser is 40 per cent of actual cost. For 
a shorter term we reduce the down payment provision to 
3343 per cent. Used cars, dependent upon age, 
maximum loan limit of 24 months. Surprisingly « 
quests for 36 month re payment have been less th: 
the case six months ago. At this time, less thar 
cent of new car financing runs as long as the maximun 
36 months. Other banks in this area who purchase pa 
per from automobile dealers find it difficult, because of 


the terriffic con petition, t hold the line on th 
maturities 
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Hal E. Roof, Vice-President, The Central Bank and 
Trust Company, Denver, Colorado: Our policy which is 
in line with other lending institutions of this area is as 
follows: I. New Units are: (a) 30 months, advance dealer 
cost or lower; and (b) 36 months, advance 90 per cent 
of dealer cost or lower. II. Used Units are: (a) 1957 and 
1956 Models, 24 months at wholesale value: (b) 1955 
Models, 18 months at wholesale value: and (c) all other 
models, maximum term 12 months at wholesale value 


R. W. Schilling, Senior Vice-President, The Bank of 
Georgia, Atlanta, Georgia: We are currently financing 
both new and used cars at the rate of six per cent per 
annum. We normally require one-third down and ma 
turities range from a maximum of 30 months on new 
cars through 24, 18, and 12 months, depending on the 
year model for 1952 and later models. During the past 
year we have increased our rate on new cars from five 
per cent to six per cent, but we have made no change in 
maturities since 1954 when we increased new car terms 
to 30 months. Our experience leads us to think that this 
period of time should be the maximum for bank finane 
ing. Experience on past-due accounts, repossessions and 
losses on repossessions has been good during the past 
year and we think this is due to our general requirement 
of one-third down payment. Most finance companies and 
some banks, of course, offer more liberal terms, such as 
36 months and 20 per cent or less down, but we feel that 
our present terms are sound terms which we can main- 
tain not only for this year but for a long time to come. 

K. G. Slocomb, President, Western Finance Company, 
Ltd., Winnipeg, Canada: During the summer of 1957, 
the Bank of Canada instituted a tight money policy to 
forestall threatened inflation. Credit to finance compa- 
nies and lending institutions was seriously curtailed with 
a resulting effect on credit terms. The result throughout 
Canada was a maximum limit of 24 months on new and 
late model cars and 12 to 18 months on older used cars 
depending on age. With a change of government, bank 
ing policies became more lenient but in the meantime 
buying resistance developed to such an extent that all 
leading institutions have a large surplus of funds and 
financing of cars has again become competitive. New 


"Attention Please 


SHOWN HERE, in actual size, 
is our newest sticker, printed 
in the National’s colors, bronze 
blue on gold gummed paper. 


THE NATIONAL’S slogan, 
“Guard Your Credit as a Sa- 
cred Trust,” is effective as 
an educational message. De- 
signed as an all purpose stick- 
er, it may be used: 





e When affixed to the customer’s statement it 
acts as a collection aid. 


® When used on credit department correspond- 
ence it carries prestige of N.R.C.A. membership. 


Price, $4.00 per thousand 
NATIONAL RETAIL CREDIT ASSOCIATION 





375 Jackson Ave. St. Louis 5, Missouri 
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car dealers, with the consent of their finance companies, 
are now offering 36 months on new cars and 24 months 
on late model used cars in an endeavour to stimulate 
sales. These terms are only available on recourse deals. 
Independent finance companies are endeavouring to 
limit non-recourse deals to 24 months on new and late 
model used cars and 12 months on older used cars. The 
extension of credit terms at this time is to be deplored 
and should only be granted where the purchaser has at 
least a 50 per cent equity and an excellent credit record. 


Public Utilities 
QUESTION 
“At what point should Public Utility bills be reported 


9” 


to the Credit Bureau? 
ANSWERS 

C. A. Burns, Credit Manager, Union Electric Com- 
pany, St. Louis, Missouri: Our experience has been 
that a large portion of our final billed accounts are 
paid within 90 days after the bill is issued. It is doubt 
ful that any information to the bureau about some 
delay in paying the final bill would be helpful to other 
creditors. In addition we are likely to flood the Credit 
Bureau's files if we send notices about unpaid bills 
prematurely. Undoubtedly, the procedure of reporting 
such unpaid bills varies widely among utilities. Strictly 
from the standpoint of our Company it would seem 
that the information would be helpful to other creditors 
if reported only when the bill is past due 60 to 90 days. 
We should also realize that a great many of the people 
who do not pay our final bills are in economic classes 
that are not sold on credit by anyone. 


J. A. Lopez, Credit Manager, The Pacific Telephone 
and Telegraph Company, San Francisco, California: 
Public Utility bills should be reported to the Credit 
Bureau just as soon as our own efforts appear to be 
ineffective. This may be the day the bill is rendered 
but, in my estimation, not later than 90 days. Those 
bills upon which we are receiving satisfactory partial 
or instalment payments, deceased, and bankruptcy 
are the exceptions. In our instance, this is not difficult 
to adininister as we charge off uncollectible to P and L 
individually as each account proves to be bad. This is 
in contrast with the practice of some other utilities who 
charge off in bulk at stated intervals such as quarterly, 
semi-yearly, and yearly. Under our operation, we report 
unpaid and file accounts for collection simultaneously 
as an overlapping step to the write-off. Normally we 
do not report “active” account unpaid balances because 
of volumes and our relatively short payment terms. 
Once customers are off our lines, however, prompt ac 
tion is taken to report them as it is determined they 
are probably uncollectible. 


E. H. McClure, Credit Supervisor, British Columbia 
Electric Railway Company, Limited, Victoria, British 
Columbia, Canada: We have no definite time limit as 
to when unpaid bills are reported to the Credit Bureau. 
each case being weighed individually. Persons still liv- 
ing in the same locale, but not using our service, 
are given personal collection follow-up by our Field 
Representatives. Those who have moved from our com 
munity, and where we have a forwarding address, are 
contacted by correspondence. The average time lapse 
from the final reading to the date reported to the 
Credit Bureau is from three to four months. However, 
if we are unable to obtain a complete forwarding ad- 
dress of a former customer, we refer these accounts to 
the Bureau in from 60 to 90 days. 





ales Promotion Managers Have Problems 


THIS SPRING, more so than in recent years, the 
sales promotion manager may feel as if he were on the 
edge of a 500-foot cliff facing an on-charging lion 
Which way should he leap? The axiom, “Look before 
you leap,” was never more pertinent. So, let us look. 

Forecasts for spring and beyond, in the majority, are 
not encouraging. Sales figures and plans are in the 
process of being revised. Current and future inventories 
present dual problems to which decisions must be 
faced. Expense factors remain constant—they go on and 
on. Inbalance in customer demands, hard versus soft 
goods, which will hold up? What can you look for afte: 
Easter with the switch in dates? To meet major promo 
tional events is the question 

Neither a crystal ball nor Univac is available for the 
answers—so what to do? 

1. You can pull in your horns. Cut planned sales, 
cut newspaper advertising, cut radio, television, and 
direct mail. Drop fashion shows, forget about institu 
tional events. In this way, ride it out. In other words, 
crawl into a nice safe hole and pull the cover over you 

2. You may shoot the works! Recession, shmeecession 

you will not be scared! Boost sales plans, buy more 
goods, toss in more promotional money. You will force 
business. You will “sale” the heck out of the town! 
But always allow yourself a loophole 

3. Since sales managers as a tribe are neither timid 
nor fugitives from mental institutions, I feel that the 
answer to planning and thinking in this period lies in 
the words “evaluate and re-evaluate.” First, re-evaluate 
current sales potentials. Employment may be down and 
buying of durables may have slackened. But basic con 
sume! needs are very strong. Folks still need clothes 
and food; they still need a chair to sit on, a bed to sleep 
in—and be without television? God Forbid! 

Late figures indicate that there are more unemployed, 
but these figures are based on a greater number of em 
ployed—so there is still plenty of income 

There are still plenty of needs and desires to fill; that 
is why we are in business and we plan to stay in busi 
ness. Business can be done—but realistic evaluation will 
indicate how much 

Secondly, evaluate and re-evaluate every dollar spent 
in promotion and merchandise. For example, some met 
chandise categories in the market must be “soft.” Oppo1 
tunity buys good enough to pull in reluctant shoppers 
must be present. So look them over and if they are 
really attractive enough in your opinion to bring in 
the crowds, then the selling odds are in your favor, so 
promote. Remember, too, that the basic needs still have 
to be filled; that a white shirt is still a must for most 
men; and that baby pajamas are musts! 

Evaluate and re-evaluate major promotional events 
For unless your sales plans are based on cutting out the 


big figures entirely, you are faced with meeting the “big 
ones.” No one in the retail business can afford to pass 
up big volume days unless the situation is extremely 
drastic. On these you must re-evaluate sharply. For 
just as you cannot afford to by-pass a major event, so 
can you not afford to use the Pollyanna approach of 
just hoping that the merchandise and promotion will 
pull in the big figure 

Every item must be scanned and every inch of ad 
vertising weighed. If good sound business sense and 
thinking dictates, “go ahead, you can do it,” I would 
say, “give it the gun.’ 

The after-Easter period is in the laps of the Gods 
Sales planning faces a critical period here. Apparently, 
successful promotion at this time will depend on how 
well ready-to-wear, wearables and soft goods hold up 
Should durables make a comeback, I would expect a 
business recovery. Should the hard lines still move 
slowly, the soft goods will have to carry the burden 

Therefore, evaluation and re-evaluation of price lines, 
of styling and of trends is extremely important in soft 
lines. Inventories may be cut, but with common sense 
Perhaps, instead of purchasing 1,000 of a number, 500 
may well cover the assortment scale. Big depth maj 
have to be sacrificed, but manufacturer back-up should 
be gone after strongly 

There is business to be had; there is income: and 
there is an increase in population There is a desire to 
buy and we can create a desire to buy. But the buyer is 
taking a long look before shelling out his money. You 
must make it worth his while with attractive pricing, 
styling and newness. Never overlook the fact that most 
of your customers need the goods they buy. Evaluate 
re-evaluate, plan, keep your eyes open for opportunities 
be flexible, and above all, Stay alive I. H Wilsker 
Sales Promotion Manager, Pizitz, Birmingham, Alabama 





For Sale 


CYCLE BILLING equipment in excel- 
lent condition, available immediately. 
Six Underwood Sundstrand Model D-CB 
Bookkeeping Machines, 17 Craig 8- 
drawer file cabinets. All less than four 
years old. Can be purchased singly. P.O. 


Box 344, Long Island City 1, New York. 











CREDIT WORLD May 1958 25 





FREDIT DEPARTHEN 


LEONARD BERRY 


SUALLY, this page is devoted to written business 

communications. We discuss various letter writing 
situations and how best to handle them. This month 
let us talk about the appearance of the credit office it- 
self. After all, a good many people do come to the 
credit office and many of them, in response to our 
letters. Surely, the sales quality should be reflected in 
the physical appearance of the office as well as in the 
letters that go out from it. Surely, sales are made in 
the credit office too, and sadly enough, sales can be 
lost in the credit office. 

Think of all the people who come trouping into a 
credit office in a typical day. They come for all sorts of 
reasons, opening new accounts, to discuss collection 
problems, seeking bill and merchandise adjustments, 
and so on. Actually, the credit office is truly a “traffic” 
spot, more so perhaps than any other in the entire 
store. Not only do a great many people come in, but 
they also come with varying degrees of emotional dis- 
turbance, apprehension and trepidation. The matters 
about which they are concerned are often delicate per- 
sonal ones involving personal pride and pocketbook. 
It would seem to be of first importance to create a 
warm, inviting and reassuring atmosphere for the suc- 
cessful transaction of such personal business. Is this 
usually true? No, it isn’t. Far too often, credit offices 
are dreary and forbidding. They over-emphasize the 
“protective” angle and neglect the “promotional.” 

The appearance and general decor of the credit sales 
office should be as attractive and appealing as the most 
up-to-date and pleasant sales section in the store. The 
sales atmosphere should be carried over to the place 
where sales are completed. We want customers to feel 
as “at home” as possible and in comfortable, friendly 
surroundings. 

It would be a salutary experience for the credit sales 
executive and the general manager of the store to 
look at the credit office through a customer’s eyes. I 
have the feeling that such a view would cause speedy 
renovations and requisitions for new carpets, furniture 
and the like. We so often pinch pennies on light bulbs 
and save nickels on paint and fail to see that even the 
most enthusiastic credit sales interviewer finds it diffi- 
cult to generate creative: salesmanship in such drab 
surroundings. 

Persuasive and appealing credit sales promotion let- 
ters ... genuinely service-minded credit interviewers .. . 
accurate billers speedy authorizers courteous 
collectors, and all those who have any customer con- 
tact at all . . . each one is a link in the golden chain of 
public relations. They should be given the tools to work 
with. Training and inspiration. Encouragement and in- 
centive. And, of course, surroundings conducive to de- 
veloping a true sales approach to all credit and collec- 
tion situations. 

We communicate by means other than words. We 
communicate by lighting and decoration. We communi- 
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cate by voice tones and quiet surroundings. We tell our 
customers our evaluation of the importance of the credit 
office to us by where we put it and how we “doll it up.” 

Isn’t it time that the credit sales office got a break? 
Credit customers mean opportunities for additional 
sales. One credit customer is worth four cash customers. 
It is the credit customer who develops store loyalty 
and establishes shopping habits. We should welcome 
credit customers and we should make them feel they 
“belong.” 

We have often said that every business letter should 
be a sales letter. Now, let us add to that by saying that 
every credit office should be a sales department too 


This Month's Illustrations >>> 


Boston, Massachusetts is the city honored by The 
Crepir Wortp this month. Accordingly, all our letter 
illustrations are from stores in that city. 

Illustration No. 1. Here is an excellent credit sales 
promotion letter used by Gilchrist Company. Timed for 
Easter sales, the letter explains Gilchrist’s Thrift Check 
credit plan. Credit is a tool to get additional profitable 
sales and a great convenience to the customer who may 
thus select all her needs in one shopping trip and pay 
out of income. These advantages of buying on credit 
are set forth, clearly and convincingly, in this letter. 

Illustration No. 2. A gentle collection reminder sent 
by Filene’s. This note is pleasantly worded and is com 
mendably brief. Collection notices and letters in the 
early stages of past-dueness should be merely “nudges.” 
Time to bring out the heavy guns after courteous, brief 
and friendly reminders have failed. 

Illustration No. 3. Another collection reminder from 
Filene’s. A light touch as a first or second notice is 
desirable accomplishes the result sought without 
needlessly upsetting the customer. 

Illustration No. 4. It pays to work the inactive account 
list. Every store has a’ substantial idle investment in 
inactive accounts. This letter, signed by the president 
of the firm, C. Crawford Hollidge, carries a strong 
“selling” message and also tells the customer her lack 
of use of the account has been noticed and regretted. 
Providing a stamped self-addressed envelope for her 
convenience in replying should increase response. 

IUustration No. 5. Here we have a series of friendly 
and considerate collection notices used by Pray’s. It is 
the frequency and regularity of the collection procedure 
that brings best results. Customers know that these 
“impersonal” reminders are sent out in routine manner, 
but, nonetheless, they know that payment had better 
be made or more severe steps will follow. In these days 
particularly, nothing should be permitted to interfere 
with the collection follow-up. It is highly important to 
keep customers “paid-up” so they are “open-to-buy.” 
Good collections and profitable credit sales go hand 
in hand. 

















ul é filene's 














Just a reminder about the 
amount due on vour Filene 


charge account 


We're expecting « check from you 


not already on ite way won't you send it 





Thank you 


© filenes 
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Fort Lauderdale, Florida 


At the annual meeting of the Broward Retail Credit 
Association, Fort Lauderdale, Florida, the following 
officers were elected: President, B. J. Trussell, Jr., 
Burdines; First Vice President, B. H. Hague, Shaw 
Brothers Oil Company; Second Vice President, Richard 
N. Wheeler, Dun & Bradstreet; Third Vice President, 
Geoffrey Gill, Fort Lauderdale Daily News; Secretary 
Charlies A. Lassa, Credit Bureau of Broward County: 
and Treasurer, Elaine Sayward, Gil Sayward Associ- 
ates. Directors: Clifford Speck, McCann Hardware 
Company; Fred W. Halferty, Fort Lauderdale National 
Bank; Joe S. Graham, Credit Bureau of Broward Coun 
ty; Frank Hayden, Karlson-Scott Chemical Corpora- 
tion; and George J. Ernst, Poinsettia Press. 

Shown below, left to right, B. J. Trussell, Jr.. Mrs 
Elaine Sayward, and Blaine Hague. 


Butte, Montana 


At the annual meeting of the Butte Retail Credit As- 
sociation, Butte, Montana, the following officers and 
directors were elected: President, Mrs. Helen M. Lybold, 
Weinberg’s, Inc.; Vice President, G. Vincent Fischer, 
Metals Bank & Trust Company; Secretary, Rose Shaw, 
Credit Bureau of Butte; and Treasurer, Tim J. Shea, 
Miners National Bank. Directors: John Miquelon, Sears, 
Roebuck and Co.; Mrs. Betty Craine, Burr’s Depart- 
ment Store; W. J. Sewell, Sewell Hardware; Leonard 
Waters, Len Waters Music Company; Tom Sullivan, 
Hennessy’s; and S. L. Peterson, Firestone Stores, A. J. 
Kruse, retired credit bureau manager, St. Louis, Mis- 
souri was the principal speaker at the meeting attended 
by 85 members and guests. 


Baltimore, Maryland 


At its annual meeting, the Retail Credit Association 
of Baltimore, Baltimore, Maryland, elected the follow- 
ing officers and directors for 1958: President, Robert 
L. Bruchey, The Hecht Company; Vice President, Har 
ry Levitz, Rosenthan’s, Inc.; Treasurer, O. Lee Smith, 
Hutzler Brothers Company; and Secretary, Charles F. 
Roycroft, Credit Bureau of Baltimore. Directors: Ver 
non L. Belt, Credit Bureau of Baltimore; Wilmur A. 
Debus, Baltimore Gas & Electric Company; H. Kelso 
Dodd, Hochschild, Kohn & Company; Herman A. 
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Dorsch, N. Hess’ Sons; Fred W. Ellinghaus, the May 
Company; Ellis A. Epstein, Hochschild, Kohn & Com 
pany; Theodore E. Marr, Stewart & Company; and Rob 
ert B. Thomas, Hutzler Brothers Company 


Fort Worth, Texas 

The new officers and directors of the Credit Managers 
Association, Fort Worth, Texas, are: President, Ro 
land E. Bratton, The Fort Worth National Bank; Vice 
President, Howard C. Nelson, Everybody’s Department 
Store; Secretary-Treasurer, Howard G. Chilton, Credit 
Bureau of Greater Fort Worth; and Assistant Secretary- 
Treasurer, Mrs. Grace Scruggs, Credit Bureau of Great 
er Fort Worth. Directors: Dean Ashby, The Fair; Glen 
W. Carter, Texas Electric Service Company; John R. 
Clark, Monnig’s; Douglas A. Elliot, Continental National 
Bank; Mrs. Lorena Knight, Dr. A. R. Wetzel; John A 
McElroy, Leonard Brothers; Sam A. McMillan, Equita 
ble Savings & Loan Association; Ira B. Moore, Frank 
Kent Motor Company; John B. Moore, Southwestern 
Bell Telephone Company; Walter B. Moore, Ellison’s 
Furniture Company; Mrs. Margaret Murray, Union 
Bank and Trust Company; Leonard L. Polk, Kemble 
Brothers; and Don J. Singletary, Riverside State Bank 


Spokane, Washington 


The 1958 officers and directors of the Spokane Retail 
Credit Association, Spokane, Washington, are: Presi 
dent, Franklin Newman, The Crescent; Past President, 
William E. Phillips, Larsen & Associates; Vice President, 
C. R. McCabe, True’s Oil Company; Treasurer, C. Pat 
Craigen, Old National Bank; Secretary, N. M. MacLeod, 
Credit Bureau of Spokane; and Assistant Secretary, 
M. T. Warrick, Credit Bureau of Spokane. Directors: 
Elaine Kunz, Lincoln First Federal Savings and Loan; 
W. J. Robinson, Hazen & Jaeger; Virgil Philopant, Utter 
Motor Company; Don Ryder, Bell Furniture Company; 
Gene Larson, Deaconess Hospital; John Hasstedt, Rees 
Hall Oil Company; Leo Sherfey, Aetna Adjustment 
Company; and J. B. Durgan, Fidelity Savings & Loan. 


Atlanta, Georgia 


The Atlanta Retail Credit Association, Atlanta, Geor- 
gia, held its annual meeting recently and elected the 
following officers for 1958: President, Claude R. Gaines, 
Regenstein’s; First Vice President, George L. Griffith, 
Rich’s; Second Vice President, Julian Barfield, First 
National Bank of Atlanta; Secretary-Treasurer, Frank 
G. Mewborn, Credit Bureau of Atlanta; and Member- 
ship Secretary, Mrs. June G. Darrington, Credit Bureau 
of Atlanta. Directors: J. H. Bolton, The Bank of Geor- 
gia: Clem R. Fountain, Gulf Oil Corporation; Eugene 
E. Jones, Citizens & Southern National Bank; H. J. Mc 
Gowan, Local Loan Corporation; C. W. Padrick, Schnei- 
der & Son; Mrs. Lucile Phillips, Thompson Boland & 
Lee; Melba Schaupp, Zachry; J. S. Smith, Shell Oil 
Company; F. B. Sullivan, Jr.. Community Loan & In- 
vestment Corporation; and Wallace Wingfield, Atlanta 
Gas Light Company. 





“Timely Notes on Instalment Credit” is the title of a 
bulletin just released by the Instalment Credit Com 
mission of the American Bankers Association, New York, 
New York, and offers the following among other encour 
aging observations: “Consumer attitude and instalment 
credit are presently highly important considerations 
in our economy. The American public has earned re 
spect and confidence by showing ability to buy and to 
liquidate their debts properly. During the past decade 
or so, since durable goods were again made available 
in quantity, debt liquidation has been accomplished 
virtually without serious problems The consumer, 
at present, appears to be taking a ‘debt holiday’ which, 
in our opinion, is of temporary nature. Cash reserves 
are being accumulated as reflected in increased sav 
ings. These reserves will come in mighty handy when 
released to purchase new automobiles, appliances, 
homes, home improvement and other goods and serv 
ices.” 

Pointing to solutions the bulletin states: “Policy re 
vision and upgrading on the part of industry with re 
gard to pricing, quality, and servicing of durable goods 
will go a long way toward restoring consumer confi 
dence in the current business decline. Industry must 
have the courage to face the situation and adjust me1 
chandising programs to benefit the consumer.” 


FED’s Annual Survey of Consumer Finances: The 
“preliminary findings” published in the March issue of 
the Federal Reserve Bulletin, do not, however, appear to 
be as favorable as the month-later report of the bank 
ers’ Instalment Credit Commission. The FED survey 
found that: “Consumers early this year viewed their 
financial positions and prospects less favorably than a 
year ago. about one-third of all spending units said 
they were better off than a year ago while another one 
third said they were worse off. These proportions in 
dicated a less favorable situation than in the preceding 
three years but were very similar to the reports on 
this question in early 1954 and early 1949 there ap 
peared to be no significant changes in the distribution 
of holdings of liquid assets.” 


Race Between Income and Inflation: A practical test 
to determine whether one’s salary has kept pace with 
inflation is suggested by the National Industrial Con 
ference Board: It would require $6,458 a year today to 
equal the purchasing power of a $3,000-a-year income 
in 1939; $5,000 in 1939 would require $11,140 today; and 
the fact that $10,000 would buy a lot of goods and serv 
ices in 1939 is attested by the fact that today to pur 
chase the same amount of housing and other commod 
ities, after paying taxes, you would have to have an 
annual income amounting to $23,568. 


Improvement of Federal Administrative Agencies: 
Every person who may have occasion to come before 


nterest 
Jum tie NATIONS CAPITALS 


JOHN F. CLAGETT, Counsel, National Retail Credit Association, Washington, D.C. a 


SATE 


any agency or commission in the federal administrative 
field is interested in simplified procedures and impartial 
rulings. (a) Growing out of the current hearing into 
conduct of regulatory agencies by the House Subcom 
mittee on Legislative Oversight, a bill, H.R. 11022, has 
been introduced to bar “improper methods to influence 
the actions or decisions” of such agencies. (b) In a 
broad program the Department of Justice a year ago 
established within itself a new section designated “Of 
fice of Administrative Procedure,” which “Office” has 
now submitted its first annual report. The report re 
veals slow but definite progress in the improvement 
of agency procedures based on the 53 agencies su 
veyed. One of the devices used for procedural improve 
ment is the examination of all legislative proposals in 
volving administrative agencies to see that they con 
form to the pattern of the Administrative Procedure 
Act, that they are uniform with other procedures in the 
same or related fields, and that they are designed to 
accomplish the regulatory purpose with economy and 
dispatch 


Accrual Budgeting: On June 5, 1957 the Senate passed 
S. 434, known as the Kennedy-Payne-Byrd Bill, and co 
sponsored by 47 other Senators. The purpose of the 
bill is to put the budget on the annual accrued ex 
penditure basis. The Hoover Commission had so recom 
mended, and Senator Byrd has advocated the principle 
for years 

A companion bill, H.R. 8002, was before the House 
and, after hearings, was recommended without amend 
ment by the Government Operations Committee. When 
this bill came up on the floor of the House for action 
on March 6, 1958, however, a substitute bill in effect 
was proposed by Congressman Wigglesworth (R.-Mass.) 
It appeared from the debate on the floor that there may 
have been some uncertainty from the standpoint, for 
example, of the bomber manufacturer who required 4 
or 5 years of lead time on a particular job and felt some 
concern about his payment. In any event, the substitute 
was adopted and then was passed by a vote of 311 yeas 
to 87 nays. An unusual procedure then occurred when 
the substitute H.R. 8002 bill was sent to the Senate 
As a different bill from S. 434, its original companion 
bill, it was not referred to the Senate Government 
Operations Committee which handled S. 434, and it was 
not referred to conference with that bill, but it was 
put on the Senate Calendar, where the next action will 
be another vote by that body. The National Association 
of Credit Men in its legislative report, speaking of this 
legislation several months ago, said: “It would (1) 
strengthen Congressional control of Federal expendi 
tures by requiring careful annual review of all spend 
ing projects, and (2) end the ‘stockpiling’ of unspent 
carryover funds which have passed beyond Congres 
sional review.” xk 
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The Story of Southern California... continues 





NOWHERE in the United States 
is there such a variety of one-day 
motor trips as in Southern Califor- 
nia. The following journeys, all be 
tween 150 to 200 miles round trip, 
can be driven easily in a single day: 

Santa Barbara Old Mission. Take 
Hollywood Freeway and Ventura 
Blvd., then up coast, or go via Santa 
Monica through Oxnard. Drive along 
Pacific close sea-spray 
covers windshields; see “floating”’ oil 
derricks far offshore. Visit “Ameri 
can Riviera” and inspect romantic 
Spanish Santa Barbara: Old Mission 
was “cathedral” of Spanish mission 
system. Santa Barbara the social 
capital of Spanish California. Best 
time: August, during “Old Spanish 
Days Fiesta.” 

Rim-of-the-World-Highway. South- 
ern California in its variety best. 
Out Freeway to San Bernardino, 
then north past Arrowhead Springs 


Ocean so 


and its unique arrowhead on side of 
mountain. From orange groves to 
mile-high resorts is a matter of a 
short distance. Visit such mountain 
lakes as Arrowhead, Big Bear, Greg 
ory, pine forests, ski resorts. Best 
time: during the winter, when snow- 
capped peaks and winter sports cen 
ters makes drive even more spec 
tacular. 

Newport Harbor’s Yacht Center. 
Great 
moored side-by-side with tiny “snow- 
birds” at Orange County Yacht mec 
ca with colorful bay dotted by many 
islands. Take Santa Ana Freeway, 
turning right past Disneyland to the 
coast. Sailboats and cycle boats can 
be rented for the day. 

Hemet-San Jacinto Indian Coun 
try. This area was once heavily pop- 
ulated by Indians, still has many 
tribes. In shadow of towering Mt. 
San Jacinto (10,831 feet), Hemet 


yachts of movie stars are 


and San Jacinto lie in rolling hills 
dotted with Indian pictographs. In 
dians inspired Helen Hunt Jackson 
to write Romona, and each year 
during April and May, townspeople 
re-enact pageant based on novel. It 
has become a sort of American 
“Oberammergau.” Take Freeway to 
Ontario, then to Riverside, south on 
Highway 395, and east on Highway 
74. 

Orange Blossom Time. There is 
some orange blossoming throughout 
the year, but best time is in Spring 
months. Best areas: Orange County, 
up Santa Ana Canyon around Yorba 
Linda, east of Santa Ana (via Free 
way); Corona-Riverside area, and 
through Pasadena on Foothill Blvd., 
to Azusa and Glendora, in foothills 
of San Gabriel mountains. 

Los Angeles-Long Beach Harbors. 
Greatest man-made port facilities in 
the world make an exciting one-day 


WHITE DOVES as well as the famous swallows, flutter about the lovely old ruins and flowering gardens of Mission San Juan 
Capistrano, on the Orange County coastline of the Pacific Ocean in Southern California. The Mission was founded by the 
Spanish Padres in 1776, the year that the Revolution was on the other side of the Continent and at its height was the home 
and workshop and church for hundreds of California Indians. A huge flock of swallows spend the summer at the Mission. 
Legend says they always arrive on St. Joseph’s Day, March 19, and depart on St. John’s Day, October 23. 
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outing. Take Harbor Freeway, then 
Figueroa Street to Coast Highway, 
then on to Terminal Island to check 
great ships unloading cargo from 
all corners of the world. Ferry ride 
to San Pedro, past fishing fleet to 
Cabrillo Point. Double back to Long 
Beach and its fine port and embar- 
cadero. 

Santa Monica Mountains. Most of 
this range is within the city limits 
of Los Angeles, yet it contains lakes, 
timber, deer, and many homes of 
movie stars. Start at Griffith Park 
Planetarium, and ride north along 
Mulholland Drive, above the lights 
of Hollywood and San Fernando, all 
the way to the ocean near Santa 
Monica. 

Wine Worlds largest 
vineyards are a short distance from 
Los Angeles, On both sides of Foot 
hill Blvd., vineyards stretch away 
on the great Piedmont sloping down 
from the hills. Visitors are welcome 
when the 


Harvest 


harvested multi-colored 
grapes are brought to the wineries. 

Mt. Palomar. World’s biggest ob- 
servatory is goal of motorlog that 
passes through picturesque country. 
Take Coast Highway to Oceanside, 
turn inland through lush avocado 
country, past Pala and its old Mis- 
sion and Indian reservation, to top 
of Palomar with its cluster of ob- 
servatories, one housing the 200- 
inch mirror. 

Cherry and Apple Orchards. In 
the San Gorgonio pass country above 
Beaumont and Banning, the cherry 
and apple orchards blossoming in 
the Spring make a spectacular sight. 
The Oak Glen apple region is a 
worthwhile trip in the fall, too, for 
typical Eastern fall colors form a 
back drop to rich harvest of apples. 

San Juan Capistrano. This short 
trip into Orange County is full of 
color and history. Take Freeway 
past Santa Ana, then to town of 
San Juan with its authentic adobes, 
for visit to Mission and its lovely 
gardens. 

Scenic Ortega Highway. This road 
runs directly east through the hills 
back of San Juan Capistrano to 
Lake providing some of 
the most breathtaking views in the 
Southland 
ley. 

Laguna Beach. Artists colony 
noted for its picturesque beach re- 
sembling coast of Normandy. Su- 
perb examples of modern architec- 
ture built on cliffside. Rocky head- 
lands frame peaceful beaches. Best 
during annual Laguna Beach Art 
Festival and Pageant of the Mas- 
ters. Easily reached via Coast High- 
way or Santa Ana Freeway. 


Elsinore, 


views of ocean and val- 


Easy as One...Two...Three... 


Letters 


are typed automatically 


With Auto-typist the busy executive 
disposes of volume routine correspond- 
ence by merely selecting precomposed 
numbered letters or paragraphs. 


— 
_ 


Letters can be composed of any combi- 
nation of numbered paragraphs which 
are recorded on Auto-typist record 
“‘memory”’ roll. 


3 Auto-typist eliminates routine typing and 
dictation... by automation 


Auto-typist brings you office au- 
tomation! It’s the fastest, most ac- 
curate way to handle all routine 
correspondence. 

any standard 
typewriter can be used with 
Auto-typist, and any average 
typist can produce 100-125 letters 
a day, three to four times normal 
manual output! 


It cuts costs... 


Here’s how it works: pre- 
composed numbered letters or 
paragraphs are perforated on the 
record “memory” roll, which will 
store up to 250 lines of copy. The 
letters or paragraphs are num- 
bered to correspond with push- 
buttons, then Auto-typist 
automatically picks them out, in 


American Automatic Typewriter Company 
2323 North Pulaski Road 
Chicago 39, Illinois 
Manufacturers of Auto-typist, 
Copy-typist and Cable-typist 


correct order, and types them 
perfectly! Manual insertions can 
be easily made at any time. 

The Auto-typist method . . . the 
automatic push-button method of 
typing personalized letters... 
offers definite savings in every 
cost-conscious organization. Send 
coupon below for free booklet 
and full information. 


> Auto-typist for automatic, 
= personalized letter writing 


Awito-TyPist 


American Automatic Typewriter Co. 

Dept. CW-5 

2323 N. Pulaski Road, Chicago 39, Illinois 
Gentiemen: 

Please send me a free copy of ‘Quality with Quan- 
tity’ through Auto-typist Personalized Letters. 


Name —— 
Company and Title 
Address 


Ee 
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editorial 
comment 


44th Annual 
International Consumer Credit Conference 


OU WILL note elsewhere in this issue of 

The Crepit Wor.Lp, many practical subjects 
of interest will be discussed at the 44th Annual 
International Consumer Credit Conference to 
be held in Los Angeles, California, July 13-16, 
1958, starting with educational program cover 
ing district activities on Saturday afternoon, 
Juiy 12. 

The Workshop on Sunday afternon will be 
of especial interest. The five subjects will be 
presented by credit executives of long experi 
ence, who are outstanding in their respective 
fields. 

The general sessions of the conference this 
year convene on Monday, July 14, and dele 
gates will have the privilege of hearing one of 
America’s foremost inspirational speakers, Dr. 
William H. Alexander. In addition, John W. 
Luhring, in charge of Public Relations, Union 
Bank, Los Angeles, California, will talk on 
“Retail Merchants Look at Business Condi 
tions.” The Tuesday morning session will cover 
six important steps in the credit operation, 
starting with “Taking the Application” and end 
ing with “Promoting Credit Sales.” The par 
ticipating Credit Sales Managers are very well 
qualified to present to you, in an interesting and 
informative manner, this practical program. 


The final session on Wednesday morning 
offers two excellent addresses, one by J. A. 
Walker, General Credit Manager, Standard 
Oil Company of California and President, Na 
tional Association of Credit Men, and Jack 
Schwartz, Los Angeles, on the practical use of 
the telephone in selling. 

Group meetings, in charge of capable chair 
men, and representing many types of business, 
will be held each afternoon, on Monday, Tues 
day and Wednesday, from two to five o'clock 
Many constructive and helpful ideas are ob 
tained through the discussion of problems con 
fronting the credit granter. 

Exhibits of modern office equipment and 
other credit aids are presented to you as an 
outstanding educational feature of the Con 
ference. These exhibits, installed by America’s 
leaders in their respective fields, will be 
brought to you at considerable expense on the 
part of the exhibitors. You are urged to visit 
the exhibits and to discuss your problems with 
the representatives present, who are special 
ists in their lines. 

Plan now to attend this, the most important, 
International Consumer Credit Conference in 
recent years, the theme of which is “Keeping 
Abreast of Changing Conditions.” 
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General Manager-Treasurer 
NATIONAL RETAIL CrEDIT ASSOCIATION 





ANNOUNCING MORE UNUSUAL CREDIT STICKERS 





- 
Good Credit 
is worth more than all the gold ~ 
mines in the world,” said Webster 8 
Prompt Payment Builds 


A Priceless Credit Record “Worth 
More Than Gold” 








WE KNOW HOW EASY IT IS TO FORGET 
WON'T YOU SEND IT NOW PLEASE. 
WHILE YOU HAVE IT IN MIND? 

Prompt Payments 
Build Good Credit 
“Worth More Than Gold” 


PRINTED & 


7 


Our popular Gold Series of five labels as shown 
above have been added to our de luxe series an- 
nounced in the January Credit World. 

They are die cut and printed in gold ink on high 
gloss finished white paper. A product of the St. Louis 
Sticker Company, St. Louis, Missouri, they are shown 
above, actual size. 











Good 443 Gold” 


Prompt payment of accounts, according to It's “ Worth 
terms, will build a priceless credit record 
Worth More Than Gold 





Past Duel 


PROMPT PAYMENT OF THIS ACCOUNT 
1S NECESSARY TO PROTECT YOUR 
CREDIT RECORD. 


Safeguard Your Credit 


More Than Gold"! 





As this account is overdue, your remit- 
tance will be greatly appreciated. 
Paying bills promptly maintains a good 
credit record “Worth More Than Gold” 


Prices are: 


200 
500 
1,000 
1,000 (assorted) 


Minimum order 200 of each sticker. 





ALSO AN INNOVATION 


IN CREDIT STICKERS 








Past Due! 


May we have your 
check? 














You Don't Owe 
Us a Cent! 


We hope you will use your 
Charge Account this month. 











These are Perma-grip pressure-sensitive self-adhesive 
labels that stick without moistening. A definite time 
saver. They are mounted on a backing strip and dispense 
one at a time from a cardboard dispenser. Boxed in 
quantities of 500. Can be sold only by the box. A product 








Just a Reminder 

Paying bills promptly 

builds a good credit 
record 














Please! 


This account is 
past due. 











of the Avery Adhesive Label Corporation, Monrovia, 
California, they are shown above, actual size. 


Prices are: 
500 
1,000 





NATIONAL RETAIL CREDIT ASSOCIATION 


375 JACKSON AVENUE 
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ANNOUNCING MORE UNUSUAL CREDIT STICKEP® 





: you: 
Netra 


ad t this ecco" 
been over 


eciate your 


tha 
> probably 
ont we ti ape 


remittance 


C-18 
Printed in blue ink on high gloss finished yellow 
gummed paper. 


R-1 
Printed in gray and blue ink on high gloss finished 
white gummed paper. 


P-3 
Printed in blue ink on high gloss finished white 
gummed paper. 


Shown above are six new stickers that possess eye 
appeal as well as carrying strong message impact. Such 
stickers can be used by large and small retailers and 
also by professional people. The insigne of the National 
Retail Credit Association adds dignity and prestige. 
Easily applied to statements, they can be used by any 
person in the office. Inexpensive and effective. 


*HOTIN* HOdeY NNV 
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R-7 
Printed in royal blue ink on high gloss finished 
gummed paper. 


C-6 
Printed in red and blue ink on high gloss finished 
white gummed paper. 


C-1 
Printed in blue and yellow ink on high gloss finished 
white gummed paper. 


Prices are: 
200 
500 
1,000 
1,000 (assorted) 


Minimum order 200 of each sticker. 





Another service of 
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